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Volume Is Not All in Life Insurance 





The year 1929 closed in the Life Insurance business, with volume empha- 
sized. 

Based upon figures now available, it is probable that in 1929 the American 
Life Insurance companies wrote thirteen billion dollars of new business. 

In July, 1929, the total outstanding Life Insurance in force in American 
companies passed the one hundred billion dollar mark! 

Who is responsible for this volume and who receives the protection? 

The agent, of course, is the main factor in production. He perfects the 
art of salesmanship and puts it into practice. 

Every prospect and every policyholder needs, and is entitled to, the services 
of a competent and responsible agent, when Life Insurance is concerned. 


As to who is getting the protection, the answer is the non-wealthy—the 
rank and file, who, in the final analysis, are the “makings” of governmental 
greatness. 

Notwithstanding the fact that Americans are the heaviest insured people 
in all the world, they are, nevertheless, greatly under-insured. 





The wealthier a man is, the less he invests in Life Insurance in proportion 
to his total assets. The real life insurers of America are those of small assets. 
It is demonstrable that the non-wealthy carry a larger amount of Life Insur- 
ance in proportion to their total assets than any other class. 


Let us think of these things when impressed by the tremendous volume 
of business written by American companies in 1929. Let us appreciate more 
the case of the agent and the character of the insured, than mere amounts. 


The year 1930, despite disturbed market conditions, is full of promise for 
Agent, Prospect, and Insured. 


Now is the time for these to give deep thought to this wonderful business 
and its relationship to each. 





THE NORTHWESTERN MUTUAL LIFE 
INSURANCE COMPANY 


Milwaukee, Wisconsin 

















“ALL RIGHT FOR 
° YESTERDAY BUT 
° THIS IS TODAY— ¢ 
i LOOK UP!? 
} NOT DOWN 
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PROSPEROUS 1930 CALIS FORA “TRIEMOTORED AMBITION ~ 


If You Are Thinking of 
Making a Change for 1930 
WRITE US BEFORE DOING SO 


Licensed To Do Business in 32 States 
Real First Year Commissions Non-Forfeitable Renewals 
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Coolidge Pays Fine Tribute 


Ex-President Speaks at Annual Meeting of New York Life 


Officers and Agency Directors—Life Insurance 
Organizations a Stupendous Force for 
Economic Betterment 


“The life insurance organizations 
ought to be a source of great pride and 
satisfaction to the country at large,” 
said Calvin Coolidge at the annual con- 
vention of the officers and agency di- 
rectors of the New York Life in St. 
Petersburg this week. “They are a 
stupendous force enlisted on the side 
of public health, sound finance, good 
government, economic betterment and 
moral well-being. Safe and sound and 
sane, splendidly officered, efficiently 
managed, pillers of strength in time of 
stress, even in a land filled with the 
memorial towers of great conquests 
they lift their supreme heights like 
mighty monuments to ‘the creative 


genius of our people. 


With Fundamentals 





“It is easy to become so entirely en- 
grossed in carrying on the administra- 
tion of a great institution like life in- 
surance,” said the ex-President and now 
director of the New York Life, “that 
there is danger of failing to appreciate 
the far-reaching economic and 
principles and the important public serv- 
ice that it includes. While the benefits 
that accrue from insurance to the 
dividual policyholder and his dependents 
are so great as amply to warrant their 
continuance and increase for that pur- 
pose alone, yet the benetits which their 
wide extension confers upon society at 
large are almost beyond comprehension. 
Their chief value lies in the fact that 
they are in complete harmony with the 
indamental principles that this nation 

as founded to preserve, perpetuate and 

velop for the benefit of all its people.” 


social 


in- 


Individual Encouraged 


Mr. Coolidge traced the developments 
the two antagonistic theories, one 
which regards the people as subjects and 
he other regarding them as sovereign 
In the United States the second theory 
has been tried and the future of its in- 
stitutions has been staked on the ability 
character of the individual. “As a 
result,” Mr. Coolidge sa:d, “we have se 
ired a broader distribution of wealth, 
lore equitable division of the rewards 
industry in accordance with service 
rendered, than has been possible in any 
es country.” 


The fact that United States, with 
ut 1/16 of the people of the world, 
does about one-half of the work of the 
world, Mr. Coolidge accredits to not 


the efficiency of a free people but 
» the capital structure of the country, 


which, it is estimated, increases the ef- 
lectiveness of our manual labor about 
40 fold. 


Insurance Growth Remarkable 


Our rapid increase in accumulated 
ital,” Mr. Coolidge continued, 
indicated in part by the record of our 
vanks and insurance companies. 
growth of life insurance is remarkable. 
In 1910 there were about 28 million poli- 


“is 
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cies in force, in 1920 67 million and 
now it is estimated 123 million. This 
is interpreted to mean that about 67 mil- 
lion of our people are insured. The 
total amount of insurance in force for 


the same dates was about 15% billions, 
3534 billions and 103 billions of dollars. 
This has brought a great increase in the 
admitted assets of insurance companies, 
from than 334 billions in 1910 to 
634 billions in 1920, and at present about 
18 billions. This enormous sum is more 
than sufficient to pay the entire national 


4 
GQev«, 


less 


Economic Results Great 


“Our people are now purchasing in- 
surance at the rate of $20,000,006,000 pet 
year, and receiving in matured policies 
about $2,000,000,000 per year, which 
nearly three-quarters goes to living pol 
icvholders. Every 12 months this vast 
sum finds its wav back into the invest 
ments and expenses of the people. This 
generation is now committed to pay the 


ol 


prenuums on over 100 billions of insur 
ance, which is rapidly increasing, and 
the c mNpanies are committed to return 


that sum plus dividends as policies ma 


ture, to beneficiaries The economic re 
sults from the accumulation and dis- 
tr:bution of this inconceivable treasure, 


which is nearly one-third of the present 


national wealth, are beyond our power 
to estimate Chey will be a most potent 
factor in increasing our material wel 
fare and have an cnormous effect on the 
future course of business, 

“The most significant evidence of the 
soundness of the economic thought of 
the nation is the present yearly pur 
chase of nearlv 20 billions of new life 
insurance, the deposit of about three 
billions of savings in payment for in- 
surance, and the distribution of nearly 


among 


two billions in policy maturities 


the people by the insurance compan-es 
Fits Inte Scheme 
“When we examine the reasons for 


this marvelous development of insurance 
have to conclude that it is 
it tits into the scheme of our institu 
tions It is a real movement of the 
It represents a positive develop 
democracy. 


because 


people. 


ment in econom’c Rehable 


authority informs us that 60 billions of 
Our imsurance is issued to persons who 
have an average income of less than 
$5,000. It is a demonstration of the 


ability of the people at large to provide 
for their old age and their dependents. 
In spite of all apparent extravagance, 
here is ind-sputable evidence of a most 
thrifty and secure provision for the fu- 
ture. It shows a foresightedness, a 
power of self-control and _ self-denial, 
that all contribute to the high character 
of the people. 


Policyholder Better Citizen 


“A policyholder is a better citizen. 
He has an interest in the well-being of 
the country that he has bought and paid 




















Pays Tribute 











CALVIN COOLIDGE 


the 
Life 


United States 
Director 


Former President of 
and New York 


Sees No Loss in Surplus 
for Canadian Companies 


OTTAWA, CAN.,, Jan. 9 
end review of insurance, G 
Dominion superintendent, 


ln a year 
D. Finlay- 
estimates 


son 


that new life business in 1929 reached 
one billion, and that the total in torce 
in Canada is now up to $5,500,000,000, 
or approximately $700 per capita. The 
gein in new business over 1928 was be- 
tween 5 percent and 10 percent 
Regarding the effects of the stock 
market break, he says: “Public atten 
tion has been directed during the past 


few months to the probable effect of the 


stock market collapse on th:s continent 
on the standing of the life insurance 
companies, and while it is impossible to 
forecast with accuracy the figures to 
appear later in the annual statements 
of the companies may be stated gen 
erally that probably no single company 
will, by reason of the recession in stock 
valucs, show a surpl is decreased below 
that of 1928 

“This is-due to the fact that in those 

(CONTINUED ON PAGE 17) 

for, a contract which guarantees a lib 
eral payment to him and his benefics 
aries. He is on the road toward some 
degree of economic independence and 
equality He can work for the country 
with the assurance that the country is 
working for him. When persons qualify 
to vote they come into possession of a 
political estate in the nation; when they 
take out a policy they come into pos- 
session of a property estate in the na 
tion. Insurance is of the essence of 
democracy. 

“A country which is pursuing this 


course, which is committed to this pol- 
icy, may have its periods of hesitation 
and recession in which many individuals 
suffer reverses, but the country is not 
dissipating its resources, it has a large 
reserve and its ultimate progress is se- 
cure. It cannot fail.” 











Aviation Rider 
Wins in Court 


Metropolitan Life Waged Battle 
for Limitation in Scope of 
Coverage 


STATE TURNED IT DOWN 


New York Court of Appeals Declares 
That Company is Authorized to 
Issue Contracts 


NEW YORK, Jan. 9.—After long 
litigation the Metropolitan Life has won 
its point in the controversy over the 


proposed aviation rider for life policies 
which the New York insurance depart 
had to 


of department 


refused 
the 


ment The ob- 
stated 


and 


approve 


jection first 


by former Superintendent Beha 


later restated by Superintendent Con 


way was based on its relationship to 
the incontestable clause, the department 
violation while the com 
this. The case went 
through the lower courts and was heard 


before the December session of the New 


holding it 
pany 


nl 
denied 


York court of appeals decision being 
handed down this week 
Company Is Upheld 

[he company’s point is upheld and 
that objection of the department is thus 
overcome rhe clause can now go be- 
tore Mr. Conway for approval. As no 
other objection has been voiced it is 
regarded as certain of approval rhis 
clause is ot great importance as it 
marked an innovation in the handling 
Of aviation cases and opened the way 
tor life companies to offer life insur 
ance to any aviator without the almost 
prohibitive extra charge for rating up 


Fall Coverage Except from Flying 


l'u!l coverage life insurance is granted 
except tor death resulting from flying 
and thus can be issued without rating 
up It was to this limitation that the 
department at first objected, however, 
iolding that this limitation, which was 
to hold for the life of the policy, car 
ried right of contest beyond fixed pe 
riod of incontestability and thus could 
not be permitted. The company showed 
that such was not the case, that con 
testability was not carried on into the 
lite of the policy and that merely the 
original application of the coverage was 
lim.ted and clearly defined 

Can Get Protection Now 
The court having upheld this and 


approval of the form now being likely, 
it may soon be possible for aviators and 
others engaged in aviation except 
tare paying passengers who are already 
granted full coverage to secure life pro 
tection at normal rates At present 
they are often not even accepted and 
where written, are on a prohibitive rate 
basis. The clause which was at stake 
and which was to be attached to life 
(CONTINUED ON PAGE 17) 
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Amos ’n Andy Are Insured 
for $500,000 by Pepsodent 
DR. ALBRIGHT GETS BUSINESS 


Tooth Paste Concern Covers Heavy 


Cost of Black-face Radio Feature 
Under Year’s Contract 


Amos ‘n Andy, Chicago black-face 
radio comedians who have been delight- 
ing audiences throughout the country 
for more than two years, and who in 
recent months have dedicated the nightly 
recounting of their many and _ varied 
troubles to the Pepsodent company, 
manufacturers of tooth paste, have been 
insured for $500,000 under a_ business 
policy by their sponsors. 

The Pepsodent company, quick to 
realize the unusual advertising value of 
this dusky duet, some months ago bound 
them under a year’s contract on a ba- 
sis which is said to bring Correll and 
Gosden, the comedians, something like 
$200,000 apiece. As a part ot the years 
program involving a coast-to-coast 
hookup of more than 30 radio stations, 
Pepsodent contracted for a maze of 
leased wires throughout the country 
with the National Broadcasting Com- 
pany. 

To Cover Leased Wire Cost 

The insurance, according to W. W. 
Templin, vice-president, 1s to protect 
the Pepsodent company against the 
heavy loss it would incur if one or both 
of the comedians should be injured or 
should die, with particular reference to 
the large cost of the leased wires. Un- 
der present chain broadcasting methods 
the Amos ’n Andy program 1s sent out 
nightly at 10:30 o’clock from the NBC 
studios in Chicago over special wires 
direct to the member stations as widely 
separated as the Atlantic and Pacific. 

Dr. C. E. Albright, star of the North- 
western Mutual Life of Milwaukee, 1s 
the man who placed the business. It 
is not known how much of the line 
goes to his company. Dr. Albright is 
an old personal friend of Mr. lremplin, 
and when the decision was made by 
the Pepsodent company to cover its In- 
terests in Amos ’n Andy, there was 
not even a question as to who would 
get the business. Dr. Albright was 
given carte blanche, and far the 
Pepsodent officials do not know how 
much the premium will be or exactly 
what form the policy will take. Mr. 
Templin says, however, that it is prob- 
able the contract will be a joint busi- 
ness form. 

Hazard Is Decreased 


so 


Correll and Gosden, until they were 
taken up by the Pepsodent company, made 
many public appearances throughout the 
country as well as broadcasting their 
nightly feature under other sponsorship. 
As a result of the long jumps, it 1s 
said, they often traveled by air. How- 
ever, this hazard is said to have been 
removed under the present contract, due 
to the fact that all programs will be 
broadcast from Chicago and Amos ’n 
Andy, as during the last few months, 
will be exclusively a Pepsodent feature. 





American Convention 
Changes Meeting Date 


Owing to the fact that the date 
set for the annual meeting of the 
American Life Convention con- 
flicted with that of the annual 
gathering of the National Life 
Underwriters Association, Man- 
ager Byron K. Elliott of the for- 
mer organization announces that 
its annual meeting will be held 
at the Stevens hotel, Chicago, 
Sept. 29-Oct. 3. 
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Travelers Men 





Are Promoted 











BENEDICT D. FLYNN 


3enedict D. Flynn, secretary of the 
Travelers since 1922, has been made 
secretary and actuary, being given im- 


Federal Reserve Case 


KANSAS CITY, KAN., Jan. — 
Judge John C. Pollock of the federal | 
court asserted ‘that a receivership for | 
the Federal Reserve Life would be a | 


calamity and that such a course would | 
be certain to ruin the company, and 
made no decision on the motion to dis- 
solve the restraining order issued by his 
court preventing the receivers appointed 


by Judge W. H. McCamish in the 
Wyandotte district court from taking 
charge. 

Judge Pollock urged William A. 


Smith, attorney-general of Kansas, to 
hasten the hearing in the state supreme | 
court, in which the attorney-general ob- 
tained a writ of prohibition from the 
supreme court to stay the action of tlhe 
lower court that appointed the receivers. 

The hearing before Judge Pollock | 
was on the motion of 17 minority stock- 
holders of the Federal Reserve to dis- 
miss injunction proceedings brought in 
federal court as a means of halting the 
receivership ordered by the Wyandotte 
county court. The hearing on the ex- 
aminers’ report into the financial con- 
dition of the Federal Reserve Life be- 
gan Monday in Topeka before Commis- ! 
sioner Charles F. Hobbs. It is expected 
to continue most of the week as the re- 
port comprised over 300 typewritten 
pages. 

It will also be determined at the hear- 
ing what criminal prosecutions are to 
be brought against officers and employes 
and also what suits are to be instituted 
by the company tto attempt to recover 
the money alleged to have been wrong- 
fully taken from the company. 





Annual Proceedings Out 





The printed proceedings of the annual 
convention of the Association of Life 
Insurance Presidents, held in New York, 
Dec. 12-13, were issued Dec. 31. Copies 
are now being mailed to life insurance 
executives and agents, supervising offi- 
cials, libraries, insurance journals and 
daily newspapers throughout the United 
States and Canada. This volume, com- 
posed of 274 pages, includes not only the 
record of the deliberations of the con- 
vention, but also a cumulative index of 
the printed proceedings during the asso- 
ciation’s 23 years. In addition, there is 
a complete catalogue of the various 








pamphlets available at the office of the 
association for free distribution. 





H. PIERSON HAMMOND 
work of the Travelers’ companies. H. 
Pierson Hammond, assistant actuary, 


has been appointed actuary of the life 
department. 





| Four New Massachusetts 


Life Companies Proposed 


BOSTON, Jan. 9.—Petitions for the 
incorporation of four stock life and en- 
dowment companies in Massachusetts 
have been presented to the Massachu- 
setts general court, which started its 
1936 i last week. The measures 
have been referred to the insurance com- 
mittee for hearings. 

Charles A. Harrington, William C. 
Johnson, Lemuel C. Hodgkins and 
Frank C. Harrington of Worcester, all 
officials of the Massachusetts Protect- 
ive, desire to.establish the Paul Revere 
Life, with $400,000 capital and surplus 
of not less than $200,000. 

Melville F. Heath, Harry L. 


session 


Peabody 


|} and Francis R. Parks of the Loyal Pro- 


tective would establish the National 
Protective Life in Boston, with $200,- 
000 capital and surplus of not less than 
$200,000. 

A. William Chesney, Theodore Rice, 
Cesare Gallo, Harry J. Payne, Maurice 
L. Silverstein, Frank FE. Lapidus, 
Harry G. White, Ira Julian, David R. 
Maisley and Samuel Rice would estab- 
lish the Massasoit Life in Boston with 


| $200,000 capital and surplus of not less 


than $100,000. 

\ fourth company, to be known as the 
Universal Life of Boston, is sought by 
A. Robert Goodman, William M. Adrian, 
John W. Shea, George A. Wardwell, 
Clyde T. Cox and J. Sumner Swingle. 
The capital would be $200,000, with sur- 
plus of not less than $300,000, 


National Fidelity Convention 

The National Fidelity Life will have 
its annual agents’ convention in Kansas 
City Jan. 28-30. Dr. S. S. Huebner of 
the University of Pennsylvania will be 
the chief speaker. President Ralph H. 
Rice will give a talk. At one of the 
luncheons Dr. Huebner’s address, “Busi- 
ness Uses of Life Insurance,” is to be 
given before a joint meeting of the Na- 
tional Fidelty agents and the Kansas 
City Life Underwriters Association 
through the courtesy of President Rice. 


Phillips to Home Office 


J. R. Phillips has taken charge of the 
ordinary department of the American 
National. Mr. Phillips, who goes to the 
Pacific coast from Little Rock, Ark., 
will be home office supervisor for Pacific 
territory, succeeding W. E. Techner. 





Promotions Announced 
by Travelers Group 


FLYNN GIVEN MORE SCOPE 


H. Pierson Hammond Has Been Ap- 
pointed Actuary of the Life Insur- 
ance Department 


HARTFORD, Jan. 9—Benedict D. 
Flynn, since 1922 secretary of the Trav- 
elers, has just been appointed secretary 
and actuary with immediate supervision 
and oversight of all actuarial work in 
the Travelers, Travelers Indemnity and 
Travelers Fire. H. Pierson Hammond, 
assistant actuary of the life department 
since 1919, is made actuary of the life 
department, succeeding the late Edward 
B. Morris. 


Known for Pioneering Work 


Mr. Flynn is known for his pioneering 
work in the mathematics of the various 
lines of casualty and group insurances 
and his writings on actuarial problems. 
Trinity College conferred the honorary 
degree of master of arts on him in 1913 

Mr. Hammond came to Hartford in 
1908 as actuary of the state insurance 
department, and became widely known 
among insurance commissioners in the 
United States and Canada. 

Mr. Flynn has been connected with 
the Travelers for nearly 30 years. In 
1907 the was made assistant actuary and 
in 1911 actuary of the casualty depart- 
ment. Two years later he was made 
assistant secretary and then was pro- 
moted to secretary. 





Young Woman Wins 
Illinois Life Club 
Lead with $748,000 


A young woman who went from Vin-§ 
cennes, Ind., to Chicago two years agi 
with the hope of selling big business 
and became so discouraged that she al- 
most quit in her first year there, pre-§ 
sided over the Green Signal club of the 





Illinois Life in its annual meeting ay 
; ie 


bust- v 


the home office Jan. 4—Miss Lena 
Smith, who paid for $748,000 of 
ness in 1929. This record won for Mis:§j 
Smith the club presidency. . 

Although Miss Smith was second vice 
president of the $100,000 club in 1927 
and third vice-president the year be 
fore, while she was selling in the vicit 
ity of Vincennes under General Agen! 
E. C. Wharf, her production in her first 
year at Chicago was comparative! 
small, When she spoke of quitting, Mr 
Wharf and home office officials arrange 
an elaborate program of work, including 
specific leads and every other possible 
aid, 

Followed Stiff Program 

Miss Smith told the Illinois Lit 

agents that she adhered strictly to thi} 


program, going out immediately of 
leads. Much of her business in 192!] 
was business insurance and. she als 
specialized in insurance trusts. Het 


largest case was $50,000. She paid for 
140 cases in the year, so that her aver 
age Case was approximately $5,342. Sh 
adhered rigidly to a routine of at leas 
10 calls a day. Miss Smith went wit 
the Illinois Life about four years ag 
at Vincennes, having had no life insu! 
ance experience, although she was 
clerk in a store. 


Three Old-Timers Retire 


Three of the old-time managers 
Metropolitan Life have retired, due t 
the new retirement age limit. They a 
John Dolph of Washington, D. C., Jo! 
Heathcote of Harrisburg, Pa. a” 
Charles Wade of Pottsville, Pa. M* 
Dolph is a former president of the N@ 
tional Association of Life Underwriter 
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| Companies Report Production | 
and Business in Force | 





























































































New Pd Inc. or Dec. Ins. in Force Inc. in Ins. 
Bus. 1929 from 1928 31, in Fore 

Abraham Lincoln ........-- .$ 7,120,808 § 2,849,373 } $ 2,849,373 
Acacia Mutual ...ccccccccccses 56,878,812 404,73! : . 37,072,685 
American, Colo. ....ccccscccress 6,600,000 1,400,000 20,300,000 2 800,000 
American, OT Se eet te 15,400,000 3,000,000 98,000,000 6,388,000 
American Bankers, Ord........ 3,830,000 ,000 23,600,000 

American Bankers, Indust...... 3,000 3,000 14,413,000 
American Provident ........++-. 3,679,180 6,020,922 
American teserve, Neb...... ‘ 5,004,000 13,131,500 
Bankers Life, Ia......cceeeeeees ,000,000 920,000,000 

Bankers Nat., N. J......ceecees 8,465,331 : 

Zankers Reserve, Neb....... ‘ ,060,084 

Business Men’s Assur., Mo.... 5,803 
California State .......ccsceees 
Capitol, COlO. ..cccccccccvceccs 
Cedar Rapids Life...........--. 
Columbus Mut. .......-eeeeee0% 
Confederation ...... : 
Conm. Gemeral ...cccccccccses OB | 
Connecticut Mutual ......... 
CONBEFVATIVE ...ccccceeceeecss 
Continental Amer. .......+.5+. ‘ ‘ 
Continental Assur., Ill........-. 129,200,000 
Continental, Mo. ......+.e+: 105,320,839 
Cosmopolitan, Kan. ......-. , 7,106,000 
Cosmopolitan Old Line, Neb.. 2 

Baquitable, Ta... ..cccccccccceees — 2,000,000 617,5 

Equitable Life, D. C........5... 19,741,889 2,976,755 1%, 

Eureka-Maryland ........+.+-+. . 23,375,000 3,500,000 63,5 000 
Farmers & Traders..........+.. 6,000,000 3,400,000 34, 000 
Widetitw Biwt. .ccccccoceccccces 52,714,070 —4,840,499 410 31 
Pramkiim, FT. ..cccccccccces .. 86,772,161 166,589 223 561 
Giver EAsEO. ccc csccsccccevccvess 6,429,561 —416,661 40 751 
Great American, Kan.........-. 1,600,000 —60,000 000 23,000 
Grant BOMEMOTR .ccccccceces 46,754,405 ,117 5,740,366 
Great-West Life .....cccsceess 74,300,000 000 

Guaranteed Securities 905 

OD OEE eee ee 9,565 

Imperial of Canada.......... 882 

Seempertnd, Bi. Cin ccccscsccccvsses 890 544,141 
EM Payette .ncccccccccsccsecsees 2,500 1,780,384 
FE EE SR Eee ee 346 7,690,073 
Lincoln Liberty, Neb........... ,000 2 315 892 
Lincoln National Life..... ee 913 153,712,770 
Lincoln DO... Bes dceacceesexves 000,000 ,000 

Manhattan ..cccccccccccccccess .422,421 732 

Dee, BR. 6000 06ceecsenses 149,915 3,426 

Midwest, Neb 25,006,144 

Minnesota Mut. 183,312,161 

Missouri State 1,232,765,265 rere 
MOGOTR. ccccvevcesccececses 51, 10,760,037 12,606,627 
Montana Life 219,000 3,100,000 
Mutual Benefit Life............ 25,000,000 1,400,000 3.800.000 
OT SR eee 2 35,000,000 8,000,000 000, 16.740,000 
National Life, Ontario......... 11,641,113 2,139,441 59,860,023 5.825.297 
National Life, Vt. 74,566,223 §21,354 31,586,713 
National Savings .......eeeee0> 3,000,000 2,045,000 f 320,000 
National Security ........... . 5,267,973 $55,949 8,331,883 2,939,687 
New England iii cr chad “<a 9,524 4,386,556 1,202,101,059 88,290,496 
North Amer. Reassurance...... 53,588,000 1,061,000 189,770,900 10,313,900 
Northwestern National 75,500,000 11,500,000 395,000,000 $7,000,000 
Occidental he? ee eee 8,000,000 1,000,000 20.100,.000 2, 258,000 
Oregon Mutual Life 8,531,494 1,429,390 55,212,301 1,464,172 
Pacific Mutual ....... 89,000,000 66.084 734,000,000 3.000.000 
Pan-American Life $2,319,911 246,283 182,006,87 7,024,840 
Penn Mutual —eaeseeenewse 5,477,051 167,647,056 
Peoples Life, Ind...... sededn ws 9,095,000 1,730,000 
FOGG, Bie s<eseseonneen 27,782,918 
Philadelphia Life > S$ 36.066 
OE wetenwey sense ‘ 7,610,536 
Provident Life, N. D 1,271,603 
Preweneme Ba @ Mseccecves 3 9,486,745 
Provident Mutual Life..... 976,301,000 52 956.000 
CA Pi cscaenseenes oe : 

a, rrr 286 LOTS. 
a ee: weccscecee ieecmean : 2 7,000 1,240,845 
DON aeccrecevecnceceuns <% 6,43 3 $3,255,264 1,009,884 
Seaboard ..... Se ere cee 5,041,000 

meemreey Ete, Bi. cccwstcevenns 7 067,779 
Security Mat... NM. ¥....ccecess 7,864,830 
a” 4 ee ere . 13,913,707 
Southwestern, Texas 271,668,704 24,710,098 
ee : 33,000,000 1,600,000 
ge eae pare 1,020,500,000 45,000,000 sa 
Union Central ....... ree Fk 13,336,470 2,174 73,732,153 
Union Mutual, Ia......... — 6,110,100 1,695,899 376 1,690,800 
=“) ~ ] i pres 2,100,000 Ree 000 1.450.000 
United Benefit, Neb........... 18,800,000 2 000,000 000 10,000,000 
Ur 1 ee can ww wee % 10,278,823 375,747 121 2,567,200 
\ * tS EL. ae 6,050,000 1,600,000 O00 1,747,000 
.. Y= Seer 28,300,000 2 150,000 000 9,000,000 
Western Mutual, N. D........... 904,000 295,000 3,000 787,000 
W sin National Life... 8,013,218 630,000 335 3,163,240 
W onsin State, Wis.... 78,500 15,000 3,650 65,800 
ONE THON aivceeddcnasees 4,376,398 819,637 23,302,436 2,724,531 


Old Colony Life Is 
Now Appointing Agents 


The Old Colony Life of Chicago is 
reviving its field forces following 


the long litigation in which it was en- 
Zaged to prove its solency. The 
court upheld the valuation of the assets 


of the Old Colony Life, which gave it 
comfortable surplus. President 
Nueske is now busy in revamping 
ome of the policies. Already a number 
Ot agents have been appointed and they 
Te writing business. In a few months 
the Old Colony will be going in good 
Shape. It will restrict its field to some 
extent, not reentering some of the states 
lich it was admitted heretofore. 








for 


Provided 


| Retirement Benefits 
Employes Are 


| 
aeniaaioonis 
| 


Retirement benefits have been pro- 
| vided for employes of the National Im- 
| plement Mutyal and the Minnesota 
Implement M3tual Fire of Owatonna, 


Minn., under a group annuities program 
| which is being underwritten by the Met- 
; ropolitan Life on a basis 
| whereby the employer 
| share the cost. 

Although the normal retirement age is 
65 for men and 60 for women, an em- 
ploye by special arrangement may retire 


cooperative 


and employes 


at an earlier or later age, with the 
amount of his retirement income ad- 


justed accordingly. 











Guarantees for $30,000 
Man Will Not Kill Self 


A surety bond guaranteeing 
that a New York chemical manu- 
facturer would not commit suicide 
within two years, which is believed 
to be the first guaranty of its kind, 
has been executed in New York 
by Vincent Cullen, vice-president 
of the National Surety, in the 
amount of $30,000. This was 
written to supplement a life insur- 
ance policy demanded by a bank 
in return for a loan of $25,000 ex- 
tended to the merchant. The life 
policy contains a clause invalidat- 
ing the insurance if suicide occurs 
within two years. The National 
Surety took as security an assign- 
ment of the man’s future interest 
in his mother’s trust estate. 











Committees Announced for 
International Convention 


NEW YORK, Jan. 9.—The National 
Association of Life Underwriters 
announced the personnel of its commit- 


has 


.' 5 "4 : , 
which will have charge of the 


tee prepa- 
ration of the program for the interna- 
tional convention at Toronto, Sept. 24- 
26. The committee includes: Leon Gil- 
bert Simon, chairman, Equitable Life, 


Ne W York: James M. Blake, 


setts Mutual, Philadelphia; 


Massachu- 
James Elton 


Bragg, New York University, New 
York; V. H. Chasey, Aetna Life, Ro- 
chester; John ie McNamara, Jr., 
Guardian Life, New York: and Howard 
>. Sutphen, Equitable of Iowa, Pitts- 
burgh. 

lhe Canadian members of the pro- 
gram committee are A. Gordon Ram- 
say, superintendent of the Canada Life: 
J. H. Castle Graham, head of the field 
service department of the London Life 
and formerly general secretary of the 
Life Underwriters’ Association of Can 
ada, and J. G. Taylor, manager of the 
roronto agency of the Dominion Life 

rhe International Council of the Na- 
tional association is also announced as 
follows: J. G. Taylor, chairman, Tor- 
onto; Ernest W. Owen, vice-chairman, 
Sun Life, Detroit; Alex. E. Patterson, 


Penn Mutual, Chicago: O. B. Shortly, 


North American Life, Toronto: | | 
Stantord, Canada Life, Toronto: Gra 
ham C. Wells, Provident Mutual, New 
York. 


Chicago “C. L. U.” Aspirants 


Are to Receive Tutelage 


\ limited cl: of Chicago life insur 
ance vho desire to prepare for the 
next examination for the C. L. U 
gree will be started Feb. 4 in 
Insurance Excl 


iss 
nen 
de- 
room 318, 
inge, under the tutelage 
of Thomas G. Murrell of Fred S. 
James & Co., representing the Travel 
Mr. Murrell is four Chi- 
cago men who recently the degree 
from the American College of Life 
Underwriters. Sessions will be held 
from 4:30 to 6:30 o’clock every Tuesday 
and Thursday through March, April 
and May, and the examinations will be 
held at the University of Chicago, June 
19, 

A fee of $40 for books will be charged 
and a registration fee of $25, which will 
be returned at the end the course, 
save for $1 deduction for each time ab- 


cers one 


won 


ol 


of 


sent, and 50 cents for each time tardy. 
The class is limited to 15 One re 
quirement is a high school diploma, and 
the degree of “*( L. U.” cas t be ob 
tained if a man has been less than three 
vears in the business. 

“The House of Protection,” by G. M 
Lovelace, tells how to make insurance 
insure Price, $1.50 Order from The 


National Underwriter 





Companies Show 
Splendid Gains 


Progress Has Been Made as Re- 
vealed in Annual Figures 


as of Dec. 31 


FINANCIAL SIDE GIVEN 


Early Comers Evince the Progress That 
Has Been Made in 
the Year 


of 
the 


he American Life 


Wilmington, 


Continental 


Del., is always one of 
to 


renewal 


financial ex- 
last 
premiums 
The 


as- 


first companies its 
Its 
$2,034,904, 


total 


issue 


hibit. premiums year 


were first year 
income $3,005,684. 

$1,145,128 Its 
are $12,280,193, capital $652,350, net 


The 


$328,077 


income saved was 


sets 
Continental 


$1,126,685 


surplus 
sizable 


American has become a very 

company and is making a wonderful 
growth Its assets are 17 percent 
greater than the legal reserves and all 
other liabilities, a margin of safety for 
policyholders more than twice as great 
as the average Dividends to policy- 
holders show an increase of more than 
15 per cent over the previous scale. The 
new business was the largest in the his- 
tory of the company, while 84 percent 
of the new business was made up of 
policies of not less than $5,000 at the 
minimum and averaging nearly three 


as much as the combined average 
companies The company an- 
the introduction of a new plan 


times 
for all 
nounces 


of insurance—its family income policy 
which will undoubtedly become a land- 
mark in the history of the business. 
New York Life 
Approximately $71,500,000 is the 


of policyholders’ dividends to 
be apportioned by the New York Life 
for 1930. The total amount of dividends 
paid to policyholders to date since or- 
ganization and to be apportioned for 1930 
is approximately $850,000,000 

During 1929 the New York Life’s new 
paid-for insurance amounted to over 
$950,000,000, gain of more than $41,000,- 
000. The company paid during the year, 
in death claims $62,000,000, including 
$2,444,000 double indemnity tor 
dental deaths. In maturing policies and 
other cash including dividends, 


amount 


accel 


benefits, 


it paid to living policy-holders in 1929, 
$116,000,000, or $54,000,000 in excess of 
the amount paid in death claims. 

The Travelers paid for $1,020,500,000 
of new life insurance in 1929, which ex- 
ceeded the 1928 figure by $45,000,000 
More than $103,000,000 was received in 


life premiums, it is shown in the pre- 


liminary annual statement of written 
business Ihe three companies of thi 
rravelers group had more than $213, 


505,000 total income in the year. 


Good Gains Shown 


The preliminary statement of the Con- 
necticut Mutual Life shows that new 
business paid-for during 1929 amounted 
to $131,403,330. Compared with $122,- 
827,878 for 1928, it is a gain of $8,575,452. 
The ‘total insurance in force amounts 
to $896,388,811, as compared with $818,- 
748,434 for 1928, a gain of insurance in 


force of $77,640,377. 

The Penn Mutual joined the $2,000,- 
000,000 in force class of companies in 
December In 1929 it paid for $306,- 


400,000 as compared with $255,000,000 in 


is 


1928 and $215,000,000 in 1927. This 
a 19.4 percent gain over 1928 and a 
$90,000,000 gain over 1927. 

[he Northwestern National Lifé is 
one of the first companies to publish 


(CONTINUED ON LAST PAGE) 
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Penn Mutual’s Leaders 
Out on the Firing Line 


FOUR CONFERENCES ARE HELD 


Home Office Executives Are Supported 
by Six Leading General Agents 
on the Trip 


The Penn Mutual is this month hold- 
ing four conferences for general agents, 
in Philadelphia, Chicago, Hot Springs, 
Ark., and San Francisco. The Philadel- 
phia conference was held the first three 
days of this week, the eastern general 
attending. They are being at- 
President William A. Law, 
Vice-President Hugh D. Hart and E. 
Paul Huttinger, research expert trom 
the home office. Joining with them from 
the field organization are six general 
agents, nationally known: 2 Elliott 
Hall of New York, Frank H. Davis ot 
Denver, John A. Stevenson of Philadel- 
phia, Alexander E, Patterson of Chi- 
cago, E. R. Eckenrode of Harrisburg 
and Holgar J. Johnson of Pittsburgh. 

Link Up With Hoover’s Call 


agents 
tended by 


The organization of those conferences 
had been completed in time for the Penn 
Mutual immediately to identify itself 
with President Hoover's call on the na- 
tion’s big business to expand in 1930. 
These conferences are for the purpose 
of enabling the entire general agent per- 
sonnel to exchange plans and methods 
of maintaining and increasing produc- 
tion in agency organizations. So impor- 
tant does the company regard these con- 
ferences that President Law will be 
absent from his desk for the entire 
month, to emphasize by his presence the 
value at which the executive staff rates 
this new move of the company, which 
in its conception is an innovation in life 
insurance. 


Comment on the Move 


The Penn Mutual “News Letter” says 
in part: ; 

“Through these conferences we believe 
we shall encourage all of our general 
agents to share in the future all their 
result-getting plans, so that the entire 
field may utilize these plans for the gen- 
eral good. In this respect the confer- 
ences should generate a leveling process 
upwards, and whether he be one of the 
six leading general agents or one ol the 
others in attendance at the conference, 
he will emerge with a clearer under- 
standing of his job as a general agent. 

Second Line of Leaders 


“We have developed a second line of 
leaders, associate general agents, assist- 
ant general agents, district agents, and 
supervisors. A majority of these will be 
in attendance, and the crystallizing and 
adjusting of their organizing methods, 
supplied by the conferences, will be in- 
valuable in the future progress of the 
organizational work. 

“Especial attention should be given to 
this point: The criticism of much of 
the training done by life insurance or- 
ganizations is that it is supplied by the- 
orists who themselves have had no prac- 
tical experience in the management of 
agencies. Each man in this January 
yvroup was selected from a producing 
organization that last year paid for more 
than $300,000,000, and in two years has 
increased the new business by more than 
$90,000,000. They were selected from 
the entire field of general agents because 
of their specialized experience and their 
unusual organizational accomplishments. 
Each of these men has done something 
distinctive in the work of agency or- 
ganizaton and growth.” 


Give Employes Group Cover 
Fifty employes of the Guaranty Life's 
home office at Davenport, Ia., received 
$1,000 policies as Christmas presents. 
The insurance was provided under group 
arrangement. 


| Bankers Life Celebrates 
Its Golden Anniversary 


OVER 70) ATTEND MEETING 
Approximately $142,000,000 Paid-for 
Business Written in 1929—President 


Nollen Opens Agents’ School 


The Bankers Life of Des Moines 
celebrated its 50th anniversary this 
week. Around 700 agency managers, 
cashiers and qualified salesmen from 34 
states were present, representing 63 
agencies. Monday night 1,400 persons 
were present at a dinner. Governor 


John Hammill delivered the address of 
welcome and Dr. C. S. Medbury deliv- 
ered the principal address. He was in- 
troduced by Gerard S. Nollen, president. 


December Campaign Reviewed 


President Nollen opened the school of 
instruction for agents at the opening 
session Monday morning, outlining the 
functions of the conference. Stoddard 
Lane gave the viewpoint of the policy- 
holders. W. W. Jaeger, vice-president 
and director of agencies, told of the 
“Blaze of Glory” campaign for Decem- 
ber, which resulted in the sale of $13,- 
000,000 insurance, the greatest Decem- 
ber total in the history of the organ- 
ization. 

In 1929 approximately $142,000,000 
new paid for life insurance was written, 
with a total of $920,000,000 in legal re- 
serve life insurance in force. 

At the business meeting, addresses 
were made by President Nollen, H. D. 
3runer, Elbert Storer and M. V. La- 
velle.. The session closed with a ball. 








Grants 5 Percent Excess Scale 


A commission of 55 percent will be 
paid by the Provident Mutual Life on 
policies of $10,006 or over on the life 
or endowment plan, the company an- 
nounces. This 5 percent excess com- 
mission will be paid only on life forms 








Toastmaster 











CLARENCE C. WYSONG 

Insurance Commissioner Clarence C. 
Wysong of Indiana will be the toast- 
master at the annual banquet at the 
close of Indiana Insurance Day at In- 
dianapolis, Jan. 21. A_ splendid pro- 
gram has been announced for the meet- 
ing, 





of 20 annual premiums or over, and en- 
dowment forms of 30 annual premiums 
or more. The announcement states that 
the object of this innovation by one of 
the most conservative companies in this 
country is to encourage the writing of 
larger units and to discourage the split- 
ting of applications into small units. 
It said the company will pay the 
extra commission over the former long 
established 50 percent graded scale on 
policies as low as $5,000, if the total of 
insurance applied for meets the require- 
ment as to amount. 


is 








New Disability Schedules Given 








The Massachusetts Mutual Life and 
the Mutual Life of New York, which 
have previously announced their inten- 
tions of increasing their disability rates, 
have given out their new schedules. A 
brief of the Massachusetts Mutual’s new 
scale for ordinary life on males follows: 

Waiver Only $10 Mo. Pay'’t. 


Old New Old New 

Age late tate Rate Rate 
7 tadiand $0.30 $0.47 $2.08 $3.11 
prs 30 55 2.25 3.40 
jee 37 .66 .59 3.82 
es, seiens 49 85 3.03 4.39 
SP “seeker .69 1.10 3.66 5.11 
Oe esewe .99 1.49 4.54 6.07 
a. abbas 1.51 2.08 5.87 7.3% 
ere 2.47 3.00 8.09 9.06 
The Mutual Life of New York has 


announced its new disability rates. 
has increased its ordinary life with $10 
monthly disability payments and double 


indemnity on age 20 from $22.46 to 
$23.56 on male risks. At age 25 the 


increase is $24.24 to $26.22; at 30 from 
$28.09 to $29.57; at 35 from $32.14 to 
$33.91. The ordinary life, with disabil- 
ity and double indemnity rates on female 
risks have been increased from $28.09 
at age 30 to $33.76; at age 35 from 
$32.14 to $38.71. The rates given below 
include double indemnity, provide for 
a payment of $10 in one case and in the 
other waiver of premium only. 





Males 
20 20 
Pay. Pay. 20 Yr. 20 Yr. 
Ord. Ord. Life Life End. End. 
With Waiv. With Waiv. With Waiv. 
Age Pay. Only Pay Only Pay. Only 
$ $ 3 $ 3 $ 
15 21.38 18.82 32.96 29.33 51.18 49.31 
16 21.79 19.118 33.40 29.71 51.38 49.45 
17 22.20 19.53 33.87 30.12 51.60 49.60 
18 22.65 19.92 34.33 30.53 51.79 49.74 







































20 20 
Pay Pay. 20 Yr. 20 Yr 
Ord. Ord. Life Life End End 
With Waiv. With Waiv. With Waiv 
Age Pay. Only Pay Only Pay. Only 
: $ ; _ §$ 3 
‘ ’ ’ reget on 
: 35. ‘ 5 3 2 
2 36 33 52.64 .36 
23 2 q q 52.84 50.52 
2 64 22. 3 3: 53.07 50.68 
25 26.22 23.05 3 3: 53.3 50.85 
2 26.83 23.65 38.4! 3 53 51.03 
27 27.47 24.22 39.10 3 5 51.22 
28 28.14 24.83 39.70 35 5 51.43 
29 28.84 25.46 40.35 3 5 51.65 
30 29.57 26.12 41.02 3 5 51.88 
31 30.36 26.83 41.72 37. 52.14 
32 31.16 27.57 42.45 38. 43 
33 32.04 28.36 43.20 38.5 73 
34 32.95 29.18 43.99 39.6 .05 
35 33.91 30.05 44.81 40.48 .42 
36 34.92 30.98 45.67 3: .81 
37 35.95 31.95 46. 23 
38 12 32.98 47. 69 
39 32 34.08 4 2 
40 6 35.25 4§ 
41 of 36.47 50. 0. E 
42 36 37.78 5 b1. 57. 
43 43.88 39.18 52.5 57.8 
44 45.48 40.65 3. E 6 
45 47.18 42.22 54.5 59.56 
46 49.00 43.91 65.6 0.5% 
47 50.93 45.70 36.8 61.61 
48 52.98 47.62 68. 62.79 
49 55.16 49.64 69.6 64.09 
50 57.49 651.82 71 65.50 
51 59.96 54.13 72.8 67.05 
52 62.61 56.61 74.7 68.75 
53 65.42 59.25 7 70.60 
54 68.41 62.08 7 72.63 
55 71.63 65.10 74.87 
Females 
15 24.36 19.24 3 29.67 53.57 49.83 
20 26.91 21.23 3§ 8 54.96 50.64 
25 29.95 23.69 43 34.30 56.41 51.51 
30 33.76 26.86 45.79 37.37 58.37 52.63 
35 38.71 30.99 49.86 41.22 61.31 54.37 
40 49.19 36.49 54. 46.23 65.75 57.05 
45 53.81 43.89 3 53.00 71.33 61.43 
50 65.50 54.16 73.41 62.07 79.42 68.10 
55 81.54 68.48 7.7 74.72 91.55 78.51 





Dunham on Program for 
Indiana Insurance Day 


WYSONCG IS TOASTMASTER 


W. W. Klingman and R. P. Devan to 
Speak at Luncheon—Federa- 
tion Meets Also 


The program of Indiana Insurance 
Day, to be held in Indianapolis Jan. 21, 
is almost complete, according to an- 
nouncement by James A. Bawden, 
general chairman. Gustavus W. Dyer, 
professor of economics, Vanderbilt Uni- 
versity, Nashville, is to be the principal 


1s 


speaker at the banquet on Tuesday 
evening. 
Col. H. P. Dunham of Connecticut, 


president of the National Convention of 
Insurance Commissioners, is also to be 


!a speaker at the banauet and Commis- 


sioner Clarence C. Wysong of Indiana 
will be toastmaster. In addition to a 
fine program of entertainment for the 
banquet, the Pullman Porters’ quartet 
of Chicago will sing. 

Jenkins to Preside 


A. L. Jenkins of Richmond, president 
of the Indiana Association of Insurance 
Agents, will preside at the luncheon, and 
the two principal speakers will be W. W. 
Klingman of Minneapolis, vice-president 
of the Equitable Life of New York, and 
R. P. DeVan of Charleston, W. Va., 
former president of the National Asso- 
ciation of Insurance Agents. 

The luncheon session will merge into 
the annual meeting of the Insurance 
Federation of Indiana, to be presided 
over by Elbert Storer, president, who is 
manager of the Bankers Life of lowa 
for Indiana. 

There will be two sales congresses in 
the morning, one for life and the other 
for fire and casualty agents. Frank Rob- 
inson, Toronto, of the Mutual Life of 
Canada, and Paul N. Cook, Chicago, of 
the Mutual Benefit Life, and W. W 
Klingman will address the life sales con- 
gress. After the federation meeting in 
the afternoon, the life underwriters will 
hold a session called a “Seminar,” at 
which the following topics will be dis- 


cussed: “The First Two Minutes,” 
“How to Tell the Story,” “How to 
Answer Objections” and “The Last 
Acts.” 


Joseph W. Stickney will be master of 
ceremonies for the annual “Night Be- 
fore Party,” which will be given Mon- 
day night and will be sponsored by the 
Indianapolis agents. 


Heifetz’ Educational Course 

The Samuel Heifetz agency of the 
Mutual Life of New York in the In- 
surance Exchange, Chicago, plans an 
educational course to start Jan. 16. The 
agency has had similar courses during 
its four years of operations and has 
made an excellent record in training 
new producers and seasoned under- 
writers, alike. A series of educational 
films will be shown, covering important 
phases of selling in the most modern 
way, including a typical life program, 
business insurance, such as corporation 
and partnership coverage, and other 
uses. There is also a “recruiting” filn 


Ohio State Life Convention Set 

John M. Sarver, president of the Ohio 
State Life, this week announced that 
the annual agency meeting of the com- 
pany wll be held in Columbus Jan. 30- 
Feb. 1. Representatives of the company 
in more than half a dozen states will be 
in attendance. 


Advertising Conference Meeting 
The Insurance Advertising Conference 
has fixed the date for its annual meeting 
as Oct. 5-8 at Milwaukee. This pre- 
cedes the convention of Direct-by-Mail 
Advertising Association. In the vote 
taken by mail Milwaukee received 23 





and Toronto 14 votes. 
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Ecreen Signal-eers Express 
Confidence in 1930 Sales 


BIG VOLUME IS EXPECTED 


Illinois Life Agents Reflect Central 
Western Business Conditions at 
Annual Field Convention 


Confidence that 1930 will be a year 
of big life imsurance production was 
sounded by President R. W. Stevens, 
and unanimously by agents, at the an- 
nual rally of the Illinois Life’s “Green 
Signal” club held at the home office in 
Chicago, Jan. 4. 

The club was presided over by a 
young woman, Miss Lena H. Smith of 
Vincennes, Ind., who went to Chicago 
two years ago, and won the club presi- 
dency this year with 1929 paid business 
of $748,000, including excess lines. 

Harry E. Wood, of the Edwin Han- 
sen agency, Chicago, is first vice-presi- 
dent of the club; Robert I. Pettigrew, 
eastern Illinois agency, second vice- 
president, and T. Jay Harbaugh, east 
central Illinois agency, third vice-presi- 
dent. Daniel B. Ryan, of the Chicago 
south side agency, is retiring president. 


Steffelin’s Initial Appearance 


Edward H. Steffelin, newly appointed 
sales director of the Illinois Life at his 
sown office in the Insurance Exchange, 
Chicago, told why he believed prize 
fighting and life insurance selling re- 
quire something the same attributes of 
” man—mainly courage. This was Mr. 
Steffelin’s -initial appearance at an Illi- 
nois Life convention. 


Frank L. Medley of the Wabash Val- 


MJey agency, discussing “Insurance for 


children,” urged the placing of the com- 
yany’s calendars in all school houses, be- 
ause it enables the agent to learn the 
lames, ages and addresses of tthe parents, 
nd the number of children they have 


Mn school. Mr. Medley said children ap- 


year to be less thoughtful for parents 
han they used to be, but if the sacrifices 
he parents make are presented to 
youngsters in the proper light much in- 
urance can be written payable to 


Mparents. 


Modified Cold Canvass 


James E. Wroughton of the Corn Belt 
gency spoke of the standardized ap- 
roach or cold canvass, urging that the 
10st effective form is that in which a 
ocal man introduces the agent. He ad- 
‘ised against making an appointment 


2 Mwith a man ahead of time, as this gives 
a 


he prospect opportunity to arrange ex- 
pauses. 

Chester E. Pease, head of his own 
gency in Chicago, discussed “The Pres- 
Bentation and Close.” He said a first 
nterview always is to obtain informa- 
ion and points of contact. Before re- 
Murning with a proposal he phrases 
mnswers to objections that may arise in 
that case, and in presenting his pro- 
Bocal he draws word pictures and uses 
ocal examples wherever possible. Choice 
gof words is essential in order not to cre- 
pte sales resistance. He uses the word 
“save” instead of “cost,” “deposit” in- 
Stead of “pay,” “pass on” instead of 
die.” Such diplomacy he ‘holds often 
means the difference between a sale and 
a lost sale. 


Several Psychological Moments 
“There seems to be fear on the part 


ol many agents that they will miss the 
Psychological moment when a man will 


pysign,” Mr. Pease said. “However, I find 
Pythere are several such moments. We 
py™ust give him a chance to buy. Watch 


for th i¢ signal the prospect will give, 
himself, through something he says or 
Hoes, Try not to give him the oppor- 
tunity to say no on any minor point. 
\Make it easier for him to do it than not. 

Ceep away from the unfavorable reac- 
tion to the word ‘sign.’ 

James E. Polka, manager of the new 








New York Department to 
Hold Annuity Hearing 














ALBANY, Jan. 9.—The New York 
insurance department will hold a hear- 
ing in its New York City office on Jan. 
21 regarding the advisability of adopt- 
ing the combined group annuity table as 
a legal minimum valuation standard for 
both individual and group annuities. A 
special committee of company actuaries 
has recommended this action. The 
table is based upon the Cammack’s 
clerical mortality table for the younger 
ages and upon the American annuitant 
ultimate table for the older ages. It is 
now designated as the “group annuities 
table.” 

The New York department in its no- 
tice to the companies says the McClin- 
tock’s annuity table represents data on 
annuities issued up to 1894 and it can- 
not be reasonably expected to fit the 
experience at the present time. The 
McClintock table is not on a select basis 
and the effect of self selection in lower- 
ing mortality in the earlier years is a 
matter of general knowledge. It 
therefore appears necessary to adopt 
some standard which represents recent 
experience and which makes provision 
for “select mortality.” The department 
has asked the companies to furnish in- 
formation on several questions pertain- 
ing to annuities. 


Chicago Southwest agency, said it first 
is necessary to prescribe in an individual 
case and then to apply a remedy for 
the conditions encountered; that no two 
cases are alike although the situations 
may be similar. 


Steers Clear of Competition 


Forest A. Barr, of the west Chicago 
suburban agency, discussed methods of 
meeting competition, advising that com- 
petitive arguments be avoided as much 
as possible. Robert I. Pettigrew, second 
vice-president of the Green Signal club 
and member of the eastern Illinois 
agency, also discussed the question 
whether the approach should be stand- 
ardized. Nicholas P. Brewer of the home 
office agency said repeat business is 
much neglected and the sale of the pol- 
icy is only the beginning. He said it is 
estimated 90 percent of insurance is 
written by agents other than those who 
wrote the first policies and that a dis- 
tinct advantage is gained from names 
secured from old policyholders. 

Barger Hangs Up Record 


Loy Barger of the southeastern IlIli- 
nois agency, who had no not-taken poli- 
cies in 1929, as well as no postpone- 
ments or declinations, and returned only 
a $1,000 policy because it was not issued 
as applied for, told how he accomplished 
this feat. He said he always rushes the 
applicant to the doctor immediately 
after he signs and does not leave the 
examination to the doctor. He selects 
risks that are physically good and mor- 
ally responsible. He invariably gets 
either cash or a short term note. 

T. Jay Harbaugh, of the east central 
Illinois agency, and Harry E. Wood, of 
the Edwin Hansen agency, Chicago, dis- 
cussed the subject “Why Do Some New 
Salesmen Succeed Where the Majority 
Fail?” 

The convention closed with a banquet 
and dance. 


Russell Agency’s Good Work 


As a result of the “Appreciation Days 
Campaign” of the home office agency of 
the Pacific Mutual Life, covering the 
first 23 days of December, 362 applica- 
tions for a total of $2,874,487 were writ- 
ten in honor of John Newton Russell, 
manager. This compares with the 1928 
record for the same period of the month 
of 256 applications for $2,037,117, or a 
gain of 106 applications for a total of 
$837,370. The home office agency closed 
the year with a volume in excess of 
$20,000,000. 
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$100,000,000,000 of life insurance was in force, 
at the end of July, 1929, in the legal reserve 
companies of the United States, num- 
bering about 300. Over $7,000,- 


000,000, or more than ONE- 
FOURTEENTH, of this 
total is in this 
Company. 


NEW YORK LIFE INSURANCE COMPANY 


MADISON SQUARE, NEW YORK, N. Y. 


DARWIN P. KINGSLEY. . . . President 














Ll Le See 


uy 


EOL Mt 


a 


Ni at rax 


*\e 
- 
LY SL 


7 


7 


are 


== 
a 
~ er err 


ane 
> a 


ot 


YOUN en ILe vu, Ine 


TANI (aN 


“it VaNt 


Vax itfax 


fax raxt 


Ota 


OW ILE SLY ILE 


OXROROT TAN OO OX 


MW Wu Wu IE Wee LE, 


Text 








THE NATIONAL UNDERWRITER 


January 10, 1930 














Opportunity 
Beckons! 


Men of ability and character, 
who are willing to give all 
they have to the organization 
and development of territory 
in the service of the 


SPRINGFIELD 
LIFE 


who are ambitious to enlarge their personal in- 
come tremendously, are invited to get into touch 
with the home office, at Springfield, IIl., at once. 


All Standard Policies written, with or without 
Permanent Disability, Premium Waiver and 
Double Indemnity. 


$1.00 A MONTH 


Buys regular Old Liue Ordinary Life Insurance 
for children, age six months up, and the same 
life insurance proposition is available to adults 
—age one day to 60 years. 


Big Money for the 
Go-Getter 


Send your inquiry directly and now, to 
A. L. HEeReEForD, President 


SPRINGFIELD LIFE 


INSURANCE COMPANY 


SPRINGFIELD, 
ILLINOIS 




















St. Louis Company Exhibits 
Interest in Western States 





NEGOTIATES FOR PURCHASE 





North American Holding Corporation 
Leaves People’s Life Dangling— 
Strife in Clayton, Mo., Carrier 





Negoviations of the North American 
Company of St. Louis for purchase of 
the Western States Life of Clayton, 
Mo., started since its reinsurance deal 
with the People’s Life of Chicago fell 
through temporarily pending solicita- 
tion of competitive bids by a receiver 
appointed by court solely for that pur- 
pose, are being complicated by an in- 
ternal fight in the Western States. _ 

Two groups of stockholders, one 
headed by President Asa B. Wallace, 
and the other by Joseph A. Falzone, 
son of the late Frank J. Falzone, foun- 
der and president until he resigned un- 
der pressure last October, this week 
were squabbling over the point whether 
a report of Missouri insurance depart- 
ment examiners explaining a surplus 
reduction from $75,000 to approximately 
$30,000 should have been made public 
by President Wallace. 


Says Reduction Was Ordered 


The examiners state that the reduc- 
tion was ordered by the department 
partly because of its discovery that 
Frank J. Falzone used the “pseudonym” 
of “August Schmidt” in selling the 
home office property to the company 
for $28,000, with an apparent profit of 
$10,000; that one “A. F. Joseph” secured 
a loan of $4,000, but that this was a 
fictitious name used by the founder and 
he owned the property in question, and 
also that examination of 40 real estate 
loans showed 11 were on _ property 
owned by Frank J. Falzone, but carried 
in the names of members of his family, 
company officers and employes. 

The examiners said when the home 
office is completed the company will be 
tied up in real estate. 


General Agent Threatens 


C. E. Blair, general agent, criticized 
President Wallace at a directors’ meet- 
ing for publishing the examiners’ re- 
port, demanded his resignation by Jan. 
10, and threatened a $500,000 damage 
suit unless he did. Blair is said to rep- 
resent interests headed by Joseph A. 
Palzone, the son. Affairs are expected 
to come to a head Jan 11 when the an- 
nual meeting will be held. 

“Shortly after I took office,” Presi- 
dent Wallace says, “the state insurance 
department ordered us to reappraise 
certain of our assets and place them on 
the books at their sound business value. 
In doing this we found that certain as- 
sets which went into the surplus had 
been carried at more than their value by 
the former management. 

“Another factor was that the over- 
head cost of carrying new policies until 
they reach the point at which they pay 
earnings ate into the surplus. All in- 
surance companies experience this be- 
cause no earnings are derived from a 
new policy during the first two or three 
years.” 

Stock Records Criticized 


The examiners described the condi- 
tion of the stock records as “virtually 
inexcusable.” They listed assets of 
$201,158.91, including $128,450 mort- 
gage loans and $65,159 real estate. Lia- 
bilities included value of insurance in 
force, $44,450, paid-up capital of $100,- 
000 and $52,033 surplus. Insurance in 


force was $2,268,953, including $1,274,- 
000 group. 

The company was incorporated sev- 
eral years ago with $100,000 capital and 
$100,000 surplus. 

Negotiations of the North American 
Company for the Western States Life 





Life President Urges Need 
to Keep Feet on Ground 





NEW INSURANCE NOT TEST 





Stevens of Illinois Life Reviews Con- 
servative Practices of Carrier 
at Agents’ Meeting 





There has been a fad quite generally 
among insurance companies to measure 
the standing of a company by the 
amount of new insurance placed on its 
books, R. W. Stevens, president of the 
Illinois Life, told his agents at the an- 
nual convention in Chicago, Jan. 4. 

He said his company instead meas- 
ures its strength by the ratio of insur- 
ance in force to assets. 

“The most important thing in a life 
insurance company is the ability of its 
management to keep its feet on the 
ground,” he commented. 


Awakening in Disability 


“There has been quite an awakening 
of companies recently in regard to dis- 
ability insurance. The Illinois Life was 
practically forced by competitive condi- 
tions to put on a clause after it had held 
off for some years. Fortunately we 
charged what seemed to be an adequate 
premium. 

“The inadequacy of our premium 
since has been demonstrated, and inci 
dentally the super-inadequacy of ow 
competitors’ disability premiums. 

“An interesting sidelight on the way 
the Illinois Life has been operated is its 
war clause. Long before the world wat 
some men were saying that such ; 
clause would not be necessary becaus 
another war was not possible. Unde 
our war clause we paid all claims sub- 
ject to its provisions and then, after the 
extra mortality from the war had beet 
finally determined, we paid $500,00 
more. 

Cites Educator’s Prediction 


“The president of Princeton Univer 
sity said at the Life Presidents’ meet 
ing in New York that the next war ma 
wipe out life insurance. I believe ther 
were some who thought he was deliver 
ing an academic thesis. 

“One of the most interesting develop 
ments of recent years is the new ty? 
of underwriter who is not a canvass¢ 
but who goes in to a prospect becaus 
of the service he can give. This majq 
is learning what underwriting mean 7 
that life insurance must have certa! 
risk classifications. He knows his bus: 
ness.” 


Bewley Goes to Tulsa 


E. G. Bewley, Jr., who has been cas? 
ier at the New York Life district o 
fice at Albuquerque, N. M., has _ bet! 
appointed agency organizer at Tuls 
Okla. He is succeeded at Albuquerqu 
by Joseph H. Kirkpatrick, formerly 2 
sistant cashier. 








are said to indicate that it has lost iy 
terest in the People’s Life deal as a tt)7 
sult of suit filed by a stockholder * 
Chicago objecting to phases of the rf 
insurance deal. : 


Stockholder Delayed Deal 


This same stockholder challenged co" 7 
stitutionality of the Illinois liquidatioyy 
bureau and of powers exercised by t) 
director of trade and commerce, 279 
secured a court-appointed receiver "7% 
place of one usually named for carri® 
by the director. ; 

If any offers for the People’s L* 
have been made to the receiver, the 13°) 
has not become public. Meantime 0} 
gations of the People’s Life beco™ 
more pressing, including that of inte 
est on bonded indebtedness on 
home office building at 130 North Wes 
street, Chicago, which is said to be FF 
in February. 
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NEWS OF COMPANIES 











LEADERS FOR YEAR GIVEN 





Northwestern National Life Men Gave 
Good Account of Themselves 
During the Year 





New business in December exceeded 
any previous month in the history of the 
Northwestern National Life. In addi- 
tion to the University of Minnesota 
group contract, awarded jointly to the 
Northwestern National Life and the 
Minnesota Mutual Life, new business 
totalled $5,889,249. December was the 
15th consecutive month in which pro- 
duction went over $5,000,000. 

Howard W. Yerxa of Minnesota was 
outstanding individual producer among 
the agents in 1929. He placed first in 
the company’s big ten for 1929, selected 
last August, and was ‘third for the two 
preceding years. He also ranked first 
in volume in 1925 and he has been a 
member of the Quarter Million Club 
since 1924. His volume leadership in 
1929 places him first on the roster of 
the largest Quarter Million Club ever 
honored by the company and first on 
the longest roll of $100,000-and-over 
producers. This roll lists 25 percent 
more names than in 1928. 

C. R. Rothenberg of New Jersey was 
second in 1929 volume, Frank J. Seibel 
of Michigan was third, and E. C. Hen- 
kel of Minnesota was fourth. 

The White & Odell Agency of Minne- 
apolis, which enjoyed its best year, led 
the Northwestern National Life agencies 
in volume of 1929 business. The Hugh 
B. Keck agency of Chicago was second, 
the A. W. Crary agency of Fargo, North 
Dakota, was third, the Truman H. Cum- 
mings agency of Detroit was fourth, 
and Cravens, Dargan & Co. of Houston, 
Te Xas, Was fifth. 


JUBILEE JAUNT TO FLORIDA 








Kansas City Life Agency Leaders, 196 
Strong, will Leave for Con- 
vention Jan. 19 





KANSAS CITY, MO., Jan. 9.—For 
} 


the jubilee jaunt to Florida 196 agents 


~ the Kansas City Life qualified, 125 
paid for $200,000 or more, thereby quali- 
fying for themselves and wives. Two 
special ttrains will leave Kansas City 
Jan. 19, meeting a trainload from the 


southwest at Memphis. 
Officials from the home office of the 


company who will attend the jubilee 
are President J. B. Reynolds, Vice- 
President Wood Arnold, J. F. Barr, vice- 


president and superintendent of agen- 
cies; Walter Cluff, educational director; 
D. G. Torrens, vice-president; Ed. S. 
Villmoare, vice-president; C. N. Sears, 
secretary; Edwin Bixby, assistant secre- 
tary; J. F. McAllister, general counsel, 
and Dallas Alderman, agency secretary. 

\ three-day meeting will be held, be- 
ginning Jan. 22. Although it will be 
an annual convention of agents, it is not 
the purpose of the meeting to carry out 


an cducational program, but to cele- 
brate in a fitting manner J. B. Reyn- 
olds’ 25th anniversary as president of 
the 


company. 

Mr. and Mrs. Wood Arnold will visit 
Havana a few days after the convention 
after which they will continue on the 


Caribbean cruise to the Panama Canal. 
Mr. and Mrs. Walter Cluff will be in 
Havana about a week. 





Great National’s Increase 


uo Great National Life of Dallas 
nas amended its charter by increasing 
its capital from $190,000 to $260,000. 





National Life & Accident 


The National Life & Accident gave 
its Stockholders a New Year’s present 
in the form of $12,500 extra dividend. 








Its regular dividend rate has been 1 
percent a month but distribution of the 
extra dividend adds one-half of 1 per- 
cent. The directors will decide in Feb- 
ruary whether the 1% percent rate will 
be continued throughout 1930. 





Changes Club Name 


The Business Men’s Assurance has 
changed the name of its sales club from 
the “1000 Club” to the (Grant Club, in 
honor of President W. T. Grant. Mr. 
Grant allowed the change only after it 
had been submitted to a vote of the 
field club. 





Will Push Group Sales 


The Inter-Southern Life will push its 
group sales now that Joseph T. DuMoe 
has been made manager of that depart- 
ment, going there from the Missouri 
State Life. Mr. DuMoe formerly car- 
ried a rate book for the Travelers in 
New York City. He went with the 
Missouri State Life and became later 
an agency supervisor in the southwest. 
He is a famous athlete. He was cap- 
tain of his football team at Syracuse 








entered 
football 


and after the war 
College and played 


University 
Lafayette 
there. 


Farmers & Bankers Life Meet 


Dr. Charles J. Rockwell of Chicago 
conducted a life insurance school before 
the annual winter agency convention of 
the Farmers & Bankers Life in Wichita 
this week. Representatives from nine 
states attended. President H. K. Linds- 
ley and Secretary Frank B. Jacobshagen 
were in charge of the meetings. 





Sentinel Life 
The Sentinel Life of Kansas City 
started 1930 with a capital and surplus 
of approximately $800,000, according to 
L. L. Adams, president. A surplus of 
$125,000 was underwritten at the direct- 





ors meeting Dec. 31. Cleveland A. 
Newton of St. Louis was elected a di- 
rector. 
Life Company Notes 
The Sun Life of Canada has been li- 


censed in Mississippi. 


The Canada Life has been licensed in 
Texas. 
The Bankers National Life of New 


Jersey has been licensed in Alabama. 


Applications for license 








Wester Is General Agent 
of John Hancock Mutual 


Hancock Mutual Life has 
Earle N. Wester of Chatta- 
general agent for that city 
territory in eastern 


The 
appointed 
nooga as 
and surrounding 
Tennessee. 

Prior to going into the life business 
Mr. Wester had a valuable training in 
from the high school of Chattanooga 
and entered the McCallie Preparatory 
School, where he specialized in higher 
mathematics and teaching at the same 
time. Later he had two years of higher 
mathematics at the University of Vir- 
ginia and three additional years of law 
in ‘tthe same university. 

Immediately after leaving college Mr. 


John 


Wester entered the life business in 
which he has been ever since, except 
for a period of service in the army. 


He has had practical experience in field 
and office work, both as district man- 
ager and general agent. 





have been filed by the West Coast Life 
and the Ohio National Life. 

The Business Men's Assurance plans to 
enter Pennsylvania this year, thus in- 
creasing the number of states in which 


in Oklahoma it operates to 31. 








CARL A. PETERSON, 


Mutual Irust 


LIFE INSURANCE COMPANY 
Edwin A. Olson, President 
CHICAGO 7S 


A PERFECT RECORD 


of 


A Gain Every Month in 1929 


making a 


21% Average Increase in Paid Business 


and 


19% in Written and Examined 


Such is the record established by Mutual Trust agents with their consis- 
tent monthly gains during 1929, and is convincing evidence of the progress 
being made by the men in the field. The year 1929 was a great year for 
Mutual Trust with its new Definite Sales Plan, the new Illustration Book, 
a 40% dividend increase and a complete new line of children’s policies with 
the new Payor Insurance Feature. 


Steady and consistent increases such as made by Mutual Trust agents dur- 
ing the past year, do not happen of their own accord. For a record such 
as this, there must be a reason. Twenty-five reasons for the progress this 
Company is making are embodied in the folder “DRIVING HOME THE 
FACTS” a copy of which will be furnished you upon request. 





Vice-President 


ILLINOIS 











‘As Faithful as 





OLD FAITHFUL” 



































THE NATIONAL UNDERWRITER 


January 10, 1930 























MYRICK GOES IT ALONE 


Charles E. Ives of Ives & Myrick, 
managers of the Mutual Life of New 
York in New York City, has retired 
from service on account of ill health. 
The agency will be continued under the 
management of Julian S. Myrick, whose 
office is at 57 William sfreet, New York. 
The paid for business of this office for 
the year was $47,005,296 as compared 
with $46,822,422 the year previous. Mr. 
Ives went with the Mutual Life at the 
home office in 1898 after graduating 
from Yale. He stayed there until 1908 
when he and Mr. Myrick became gen- 
eral agents of the Washington Life. In 
January, 1909, Ives & Myrick took over 
the Mutual Life agency in New York 
City and have represented the company 


ever since. 
x *k x 


HAD 55 PERCENT GAIN 


The Keane-Patterson agency of the 
Massachusetts Mutual Life in New York 
showed a remarkable record in 1929, 
closing the year with a gain of 55 per- 
cent in paid business. Paid production 
for the year was $20,617,894, compared 
with $13,288,567 in 1928. 

*x* * * 
HAD GOOD YEAR 


The Fraser agency of the Connecticut 
Mutual in New York City went well 
over the two-million-a-month mark last 
year, the total for 1929 being $27,251,- 
970, compared with $23,459,788 in 1928. 
December showed $1,185,500, compared 
with $1,711,000 last December. 

.* 2 2 
GOOD GAIN SHOWN 


The R. H. Keffer agency of the Aetna 
Life in downtown New York wound up 
last year with a flash, bringing the 
agency nearly to the front among Man- 


' AS SEEN FROM NEW YORK 


By C. C. NASH, Jr. 
(Nash of the National) 














hattan organizations and paying for 
$40,012,038, compared with $31,762,045 in 
1928. That was a gain of $8,249,993 or 
nearly 25 percent. December business, 
despite the Wall street gloom, showed 
a gain of 70 percent over December, 

1928, the total last month being $4,354,- 
440, a gain of $1,788,190 over a year ago. 

es 2 
BIG FIRST HALF-YVEAR 


James P. Graham, Jr., general agent 
for the Aetna Life in downtown New 
York, reports business for the first half 
year in office of $2,000,000. Mr. Graham 
was manager of the Brooklyn agency 
and was making rapid progress there, 
when he was asked to take over a new 
agency on Broadway, which started from 
scratch without a single full-time agent. 
In six months’ time he has put on 10 
full-time men, who have done $1,000,000 
business in that time, and has developed 
an active brokerage department under 
Louis F. Weigel, Richard D. Keane and 
Kenneth S. Pratt. At the start of the 
new year Mr. Graham has named a 
supervisor of full-time agents, Sam T. 
Greene. Mr. Greene has made a record 
in rapid development as a personal pro- 
ducer and expects to personally write 
$1,000,000 in 1930, in addition to his 
supervising work. 

* * 
OFFICIALS TO SPEAK 


At the annual meeting of the Beers & 
DeLong agency of the Mutual Benefit 
Life in New York City next Monday, the 
chief officers of the company as well as 
eminent underwriters will speak. President 
John R. Hardin will open the morning 
session, followed by Albert P. Steler of 
Detroit, for many years the company’s 
leader in number of lives insured. After 
luncheon, Agency Vice-president Oliver 
Thurman will give a talk on “Prospect- 





ing,” followed by Joseph Weill, promi- 
nent agent in the Louisville office. 
William H. Beers and C. E. DeLong, 
general agents, will also speak. The 
evening will be given over entirely to 
entertainment. : 
* * ox* 
TO HAVE AGENCY CONGRESS 
The Riehle agency of the Equitable 
Life of New York in New York City 
has planned an agency sales congress 
for Jan. 13, with talent of unusual cali- 
ber on the program. Heading the list 
of speakers at the luncheon meeting is 
Thomas I. Parkinson, president of the 
Equitable. Others are Manning P. 
3rown, assistant manager of the Equita- 
ble at Philadelphia; Charles C. Gilman, 
National Life manager at Boston; Har- 
old H. Letcher, Brooklyn manager for 
the Equitable; Gage E. Tarbell, senior 
director of the Equitable; Leon Gilbert 
Simon of the Equitable, long prominent 
in educational and association activities; 
Sam I. Vogelson, million dollar pro- 
ducer from Philadelphia; Vash Young, 
a leading Equitable agent, and the two 
leaders of the agency, John M. Riehle 
and Theodore M. Riehle. 
* * * 
LED NEW YORK AGENCIES 


Ives & Myrick, managers for the Mu- | 


tual Life in New York, closed with a 
record business in 1929, leading all other 


New York agencies and being not far | 
from $50,000,000. Despite a falling off | 
of notable proportions in the past two | 


months, as a result of the stock market 


break, the agency showed a good gain 


for the year, paying for $47,005,296, 


compared with $46,822,422 in 1928. The | 
December total was $3,860,639, compared | 


with $5,065,445 last December. 
* < 
COURSE BEGINS THIS WEEK 


James Elton Bragg, director of the 


life insurance training course of the | 
New York University, announces that | 


the next term of the course will begin 


on Mondays, Wednesdays and Thurs- 





Sole Manager 











following the retirement of 
Myrick is a national 
having served 
as president of the National Life Under- 


foremost men in the field. 
national tennis circles. 








| days and the course covers a period of 
There are afternoon and eve- 


Dr. Huebner’s “Economics of Life In- 
| ry 7% s 7s > i 

this week. The school sessions are held | S¥F""ce. shows the 
National Underwriter. 
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New York City Records 
for Some Offices Seen 





SPLENDID PROGRESS SHOWN 





Equitable Life’s Aggregate Business in 
the Metropolitan Area Last Year 
Almost $200,000,000 





NEW YORK, Jan. 9.—Greater New 
York City agencies of the Equitable 
Life of New York, under the super- 
vision of M. C. Nolting, superintendent 
of agencies for the metropolitan district, 
closed 1929 with a record volume of 
business, the last day of the year show- 
ing over $6,000,000 paid for by the 
agents in this city alone. The aggre- 
gate for greater New York for the en- 
tire year was $259,908,410, a greater 
total than that of most companies for 
their country-wide organization. Few 
companies write more than that annu- 
ally and only 43 companies have more 
than that figure on their books as total 
business outstanding. 


Agencies’ Record 


The Equitable operates in New York 
City with many smaller agencies. rather 
than any one large one, but even so nine 
agencies paid for over $10,000,000 each 
in 1929. The leader was the Ford 
agency with $14,931,000. Prosser & 
Homans was second with $14,481,000. 
rhe Dunsmore agency was third with 
#11,529,000. Others among the leaders 
were: Wilson, $11,105,000; Havilana, 
510,714,000; Rubens, $10,442,000; Davis, 
310,302,000; Karsch, $10,143,000. 


J. C. MeNamara’s Business 


john C. McNamara, New York gen- 
eral agent for the Guardian Life and 
president of the New York Association 
of Life Underwrtiers, has definitely es- 
tablished his office on a $2,000,000 a 
month basis, closing 1929 with very 
nearly $24,000,000 and going well above 
the $2,000,000 mark every month for 
the past ‘half year. The December in- 
crease over a year ago was 50 percent, 
a rate which he has followed nearly 
every month, his year’s total being 
practically 50 percent ahead of last year. 
Mr. McNamara paid for $23,371,016 in 
1929, compared with $16,313,094 in 1928, 
and in December he paid for $2,348,330, 
compared with $1.568.100 a vear ago. 
The agency is to hold its annual dinner 
Feb. 1, then to launch on a drive for 
another record year. 


J. Elliott Hall 


J. Elliott Hall, New York general 
agent for the Penn Mutual Life, was 
honored by an agency conclave of his 
organization last week, at which plans 
were outlined for a special month’s 
drive in his honor in January, during 
which time he is to be absent, touring 
the country with the home office party 
which is holding agency conferences 
throughout the country. At the meeting 
last week, Chris C. Rossey, sales man- 
ager, outlined the plans for the month. 
Frank W. Pennell, general agent of the 
State Mutual Life, was present as an 
outside speaker. Elbridge Hopkins, 
leading agent of the Hall office, spoke 
on his plans and methods. 

Che other speakers were Harry Mor- 
row, associate general agent in the Hall 
agency, and David Adler, a general 
agent for the Penn Mutual. The figures 
tor the year were announced, the Hall 


Honored 


agency closing 1929 with $35,689,009, 
practically $3,000,000 a month. The 
December total was $2,475,970, which 


Was considerably under last December 
and thus offset the gain of the year to 
date which had been maintained up to 
Jecember. 


Commissioners’ Proceedings Indexed 


_A new index to the proceedings of 
the National Convention of Insurance 
Commissioners, providing a key to the 
lirst 60 sessions held between 1871 and 


1929, has been published by the Trav- 
elers and is being distributed to those 
holding bound copies of the proceed- 
ings. The work of compiling the edi- 
tion on all the 60 sessions was carried 
on under the direction of James S. El- 
ston, assistant actuary of the Travelers. 
The publication of the index of the 
proceedings of the convention was orig- 
inally suggested by H. Pierson Ham- 
mond, assistant actuary of the Travel- 
ers, who was formerly actuary of the 
Connecticut department. The first 50 
sessions were covered in the first edi- 
tion of the index in 1919, but the one 
just published has been made to include 
the first 50 sessions as well as the ten 
which have been held since that time. 


Lithgow Assistant General Manager 


J. H. Lithgow, actuary of the Manu- 
facturers Life of Toronto, has been ap- 
pointed assistant general manager of the 
company. The general manager is J. 
B. McKechnie. Mr. Lithgow is promi- 
nent in actuarial circles in Canada. 





Kemp Agency Secretary 


J. S. G. Kemp of the Home Life of 
New York has been promoted from the 
agency department to agency secretary, 
a post just created. 





nter-Southern Life 
to Develop the East 





ALBACHTEN IS TRANSFERRED 





Becomes Vice-President at Newark, 
N. J., in Charge of Territory 
on the Seaboard 


extensive 
by the 


Plans for 
eastern territory Inter-Southern 


announced this 


Life of Louisville were 

week by President C. G. Arnett. R. J. 
Albachten, agency vice-president, has 
been selected to take charge of the 


program. Mr. Albachten has moved his 
headquarters to Newark, N. J., where 
he assumes the duties of vice-president 
in charge of the Inter-Southern’s east- 


ern territory and where he will also 
establish his own general agency. He 
is a practical field man of more than 


successful selling experience. 
Since going with the company four 
years ago he has been head of the 
agency department, personally in charge 
of all field development, which has 
showed exceptional progress. 

He began his life insurance career as 


ten years’ 


development of 


11 


a part-time agent in Duluth, developing 
| so rapidly that he almost immediately 
| was devoting his entire time to produc- 
| tion, and soon thereafter becoming gen- 
eral agent for the Missouri State Life 

in Duluth. As branch office manger in 
| Duluth for the Missouri State Life, Mr. 





Albachten started “from scratch” and 
developed the office until it was doing 
| more than $2,000,000 of business an- 
| nually and ranked second in health and 
accident premiums for the entire com- 
| pany. 

Four years ago, when Mr. Arnett be- 
came president of the Inter-Southern 
Life, he selected Mr. Albachten for serv- 
ice in the agency department. He built 
|} up the home office agency in one year 
from an unimportant producing unit to 
the leadership of the company 


American Standard Appointments 


The American Standard Life of Bir- 
mingham, Ala., has appointed J. M. 
Britt general agent at Columbus, Ga.; 


E. O. Smith, state manager of Georgia 
with his headquarters at Macon, Ga.; 
Arthur Shook, supervisor at Belmont, 
Miss.; Frank T. Harvey, supervisor at 
Columbus, Miss.; W.W. Barr, Alabama 
supervisor with Birmingham as head- 
quarters. Hall S. Crain is agency di- 
rector. 











AND 


booklet. 


FOUNDED 1867 


recent circularization campaign. 
50,000 indicated their interest in 
estate matters by asking for the 


The booklet made no attempt 
to instruct the layman in the in- 
tricacies of will making, but as he 
read, he was led to analyze his fi- 
nancial status carefully. As each 
page was turned, he found that 
the very plans he had made for 
the future were being discussed. 
The fact that only: life insurance 
could achieve these ends was 
brought home to him emphat- 
ically. A new need for life insur- 
ance protection was uncovered. 


590,000 
ANSWERED! 


“Your Will” is the subject of 
the booklet offered 
Union Central policyholders in a 


to 250,000 


repeated. 
contemplated 


The number of leads secured 
from this campaign is more than 
twice as large as the number se- 
cured during a similar campaign 


in 1928. And 


a tremendous 


be expected to 
reached last y 
office service 


Central agent. 


THE UNION CENTRAL LIFE INSURANCE CO. 


CINCINNATI, OHIO 


50,000 times this scene was 
50,000 


ditional protection. 
were developed almost over night. 


last year’s campaign was five mil- 
lions in new business. 


of leads, new business secured 
from this source may reasonably 


commission account of the Union 


policyholders 
the purchase of ad- 
50,000 leads 


the direct result of 


With such 


increase in number 


double the amount 
ear—another home 
which swells the 


Jesse R. CLARK, JR., PRES. 
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BIG OPPORTUNITIES WITH 


GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of LOS ANGELES, CAL. 


This Company has General Agency openings in Texas, Oklahoma, 
Arkansas, Missouri, Kansas, New Mexico, Arizona and California. 
Liberal first year and renewal commissions, together with exceptional 
line of policies and other attractive inducements offered to capable men 
of high character and records of successful experience who would be 
interested in building a profitable future with a progressive Western 
company. For full information address 





W. H. SAVAGE, Vice-President 


Great Republic Life Building, 756 So. Spring Street 
Los Angeles, California 











Year End Sales Indicate 
Another Increase in 1930 





A. L. C. PRESIDENT’S VIEW 





C. W. Gold Finds Nation “Stampede- 
proof” and All Signs Auguring 
Good Conditions 


Life insurance, long considered an ac- 
curate barometer of general conditions, 
had a trend in the last quarter of 1929 
that clearly indicates there is nothing 
wrong with this country, Charles W. 
Gold, president of the American Life 
Convention, vice-president and treas- 
urer of the Jefferson Standard Life and 
one of the conferees at President 
Hoover’s meeting of business leaders 
following the market crash, declared this 
week. 

The faith of the American people in 
their country and its basic institutions 
will largely determine the measure of 
prosperity they enjoy this year, he says. 
He bases his views on the observations 
of his own field forces, information 
gained from other prominent life insur- 
ance executives and facts that were 
brought out at the conference with the 
President. 

Expects January Reaction 


“It is probable that the first half of 
January will witness some reaction of 
a determinate character from the slump 
in the stock market,’ Mr. Gold says. 
“It will be a period of general liquida- 
tion, and for that reason rather a tick- 
lish one in as much as undue nervous- 
ness in certain quarters may cause a 
serious situation and undo much that 
has already been accomplished by Pres- 
ident Hoover and the business leaders 
of the country. 

“Life insurance feels that it will 
eventually benefit from the bear raid on 
Wall Street. It has already felt bene- 
ficial results from the crash. Providing 
an immediate means of restoring physi- 
cal estates depleted by the slump in 
stock prices, it is sure to experience an 
increased demand from hundreds of 
thousands who have lost in the market. 
In the final analysis life insurance is 
the safest investment for a man or wo- 
man of limited means, as well as a fav- 
orable purchase by those with large 
resources. It will be utilized in recoup- 
ing losses by many during 1930, I am 
sure. 

Year End Sales Large 


“October life insurance sales were 9.1 
percent above those of the same month 
in 1928, while November, the first full 
month after the Wall street crash, was 
12.5 percent above the previous Novem- 
ber and practically equal to October al- 
though there were two less business 
days in November. The complete fig- 
ures for the country’s December life in- 
surance sales are not yet available, but 
incomplete reports were very satisfac- 
tory, indicating a substantial gain over 
the same month last year. 

“If we will pause sufficiently long to 
properly analyze what happened in Oc- 
tober, an optimistic view of the future 
is sure to develop. We witnessed an 
economic miracle—nothing less. The 
stock market underwent the worst de- 
flation in its history without the ac- 
companying utter collapse of general 
business that had always been the com- 
panion of Wall street panics. The fed- 
eral reserve system proved somewhat 
of a safety valve, but unless basic con- 
ditions were sound, depression-proof, 
we would now be in a chaotic situation. 

Country “Stampede-Proof” 


_ But industrial America was too sub- 
stantial to be stampeded. While stock 
prices were melting away no one could 
discount the fact that general business 
was good. Common sense prevailed, as 
it should have. Application of the same 
good judgment in the new year is cer- 
tain to aid all of us. 








Veteran “Millionaire” 
Gets Idea from Boxing 








Prizefighting is a subject worthy of 
study by life insurance men, Edward H. 
Steffelin, new sales director of the IlIli- 
nois Life, millionaire producer and head 
of his own Chicago agency of that com- 
pany, told its agents in their Green Sig- 
nal Club convention. 

“I go to prize fights to study sales- 
manship,” Mr. Steffelin said. “The part 
that really counts—courage. I want tto 
see how a man can take a punch in the 
nose. You can generally tell by the 
second round how much a life insurance 
man he would be. 

“Suppose I were in the ring with one 
of you and we were both groggy and 
about ready to quit, hoping something 
would happen to end the bout. Then 
suppose Mr. Stevens whispered in your 
ear ‘Give him one more good wallop 
and he will fall down.’ I am quite 
sure that I would say to myself ‘My 
Heavens, that man hasn't started yet, 
and I am licked.’ 


Applies Lesson to Himself 


“I have applied this lesson to myself 
in selling life insurance. When I go 
in to a man who says ‘You are wasting 
your time and mime and I don’t want 
any more insurance,’ I realize that this 
is his last wallop in his effort to get 
rid of me. I say, ‘All right, I'll tell 
you what I'll do with you.’ It doesn't 
matter what I have to tell him, I find he 
is interested and forgets for the mo- 
ment that he was trying to get rid of 
me. 

“Appreciate this, you are talking to a 
tired executive who has the worries of 
his whole institution on his shoulders. 
Realize that he is tired, and put your 
story to him in a way that is easy for 
him to listen to.” 








“In looking forward to 1930 we must 
gauge the situation from a normal basis 
and forget about the abnormal pros- 
perity following the World War. Busi- 
ness cannot continue to break records 
constantly. The best measure to deter- 
mine final results is comparison with a 
fair average. On that basis this will be 
a very good year for everyone, except 
perhaps the calamity ‘howlers. 

“Notwithstanding that the year just 
closed proved a banner one for life in- 
surance, I am expecting an increase of 
from 3 to 5 per cent in 1930. Tihe pos- 
sibilities of life insurance were never 
greater.” 


Convention Year Book 


The Convention Year Book Company, 
177 William street, New York City, has 
issued its annual convention year book, 
which gives in compact form the main 
stuff from the conventions. It has to 
do entirely with life insurance. It is a 
very useful book and can be read with 
great interest. The finest material of 
the conventions has been placed in 
this volume. 


Bullion & Harrison’s Change 


The law firm of Bullion & Harrison 
at Little Rock has been dissolved, M. ]. 
Harrison continuing the practice. Bruce 
Bullion retires from the firm. Their of- 
fices are in the A. O. U. W. building 
at Little Rock. Both are well known to 
the fraternity, having been former 
Arkansas insurance commissioners. 


Three Directors Affected 


Three insurance men, who are direc- 
tors of the United States Chamber 0! 
Commerce, will have their terms expire 
at the annual meeting, April 29. They 
are W. L. Crocker of Boston, president 
John Hancock Mutual Life; John H. 
Camlin of Rockford, IIL, local agent: 


and P. W. A. Fitzsimmons of Detroit. 
— of the Michigan Mutual Lia- 
ility. 
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4 . . . 
Aviation Rider 
. . wr 
Wins in Court 
(CONTINUED FROM PAGE 3) 

yolicies for aviation risks read as fol- 
i “Death as a result of service 
travel or flight in any species of air- 
craft except as a fare paying passenger 
js a risk not assumed under this policy 
ut if the insured shall die as a result 
dlirectly or indirectly of such service 
travel or flight the company shall pay 
to the beneficiary the reserve on this 
policy.’ 





Sees No Loss in Surplus 
for Canadian Companies 


(CONTINUED FROM PAGE 3) 
cases in which the holdings of stocks 
mre comparatively small any decline in 
guarket values will be more than com- 
pensated for by the increase in surplus 
from other sources, and that in the cases 
jn which stock holdings form a sub- 
stantial percentage of the assets liberal 
giargins of market values were re- 
served in the annual statements of 
& year ago, and these margins have 
been sufficient to take care of the 
shrinkage in market values which oc- 
curred in October and November of this 
year, The most, therefore, that can be 
said as to the experience of the last 
few weeks is that it has raised a danger 
signal which may with profit be regarded 
as a guide to investment policies for 
the future.” 


Increase in Policy Loans 


He adds that there will be a pro- 
Hiounced increase in policy loans, as such 
changes have accompanied market 
Hbreaks in the past. This is unfortunate, 
Snsofar as it mortgages the protection 
made for dependents, but such loans 
have preserved substantial equities for 
spolicyholders. 


Plans Announced for 
. Lincoln National Rally 





Vice-President Walter T. Shepard of 
The Lincoln National Life has an- 
‘nounced the program of the nation-wide 
psectional meetings that are to be held 
mMhis spring. They are to be held in 
) Philadelphia, Fort Wayne, San Antonio, 
MH Los Angeles, and Kansas City, and will 
Mieature Dr. Charles J. Rockwell, in- 
Psurance educator. 

The morning will be devoted to talks 
by W. T. Shepard, vice-president, A. 
HL. Dern, manager of agencies; Dr. W. 
| E. Thornton, medical director; and W. 
el. Plogsterth, assistant superintendent 
f ot agencies. 

F 


eae 


> The first session will be taken up with 
pa talk by Dr. Rockwell on “Prospect- 
/>'ng. The discussion on this subject 
| will be divided into twelve parts, each 
p) taking up a separate angle. The next 
Pe subject of the afternoon will be that 
)°t approaches. The entire second day 
)Program will be conducted by Dr. 
Rockwell, who will take up the sub- 
jects, “Meeting Sales Resistance” and 

| Selling the Young Man.” 

The afternoon of the second day will 
jdiscuss “Programming” and “Business 
) Insurance.” 

; An open forum, with questions, will 


)) take up the first part of the morning 


| ot the third day, which will be followed 

gy a talk on the prospects of 1930 by 
)the superintendent of agencies who is 
in charge of the territory in which the 
meeting is being held. The last active 
session of the third day will close with 
remarks by Vice-President Shepard. 


Take Case to Supreme Court 


| The controversy between certain as- 
sessment policyholders of the Bankers 
Life of Des Moines and the company 
a Ue docketed in the Supreme Court of 
~~ States in Washington last week. 
N€ assessment policyholders are seek- 





ing to have the higher court review the 
decision of the Iowa supreme court which 
denied them the right to compel the 
company ‘to spread out the assessments 
over all policies. 


HARTFORD AGENCIES GROW 





Total of More Than $34,000,000 Paid 
Business in 1929 Reported by 
Ten Offices 





Ordinary paid-for life insurance writ- 
ten by ten general agencies in Hart- 
ford, Conn., m 1929 totaled $34,056,144. 
Two agencies which wrote $6,317,000 
group insurance swelled the total to 
$40,373,144. 

Shepard & Co., geneal agents of the 
Aetna Life, led with $5,500,000, and $4,- 
000,000 paid-for group business, which 
was approximately 100 percent increase. 

Gorton & Co., general agents Con- 
necticut General paid for $3,458,000 or- 
dinary, a gain of $48,000. 

The Phoenix Mutual home office 
agency under John H. Corbett and Ed- 
win H. May, paid-for $3,750,000. The 
Phoenix interstate agency in Hartford, 
directed by Clayton Wells, paid for $1,- 
750,000. 

Thompson, Taintor & Co., Connecti- 
cut Mutual, paid for $2,400,000, a gain 
of $400,000. Northwestern Mutual 
agency of Henry Griswold totaled $4,- 


436,600, a gain of $626/700. George 
Hunt, New England Mutual, paid for 
$3,841,644 a gain of $327,644. The Mu- 


tual Life of New York general agency 
of Dwight Holbrook paid for $3,476,162. 
W. H. Griswold, Mutual Benefit, paid 
for $2,210,500 in the Mutual Benefit and 
gave other companies $1,000,000 which 
it was unable to handle as it does not 
cover substandard risks. 


Names Canadian Publicity Manager 


The Metropolitan Life announces the 
appointment of A. L. Cawthorn-Page as 
manager of the Canadian publicity divi- 
sion. Mr. Page, who succeeds the late 
A. G. Bradley, is president of the Life 
Insurance Advertisers Association of 
Canada. For some years past he was 
advertising manager of the Continental 
Life of Toronto. 





Raymond G. Gregory 


The Franklin Life of Springfield, IIL, 
has appointed Raymond G. Gregory, 
manager of its St. Louis office. He 
formerly was a member of the faculty 
of the insurance school of the Univer- 
sity of Pittsburgh and also served as 
supervisor of the Pittsburgh branch of 
the Aetna Life. 


Connecticut Insurance Day in April 


It has been decided to hold the an- 
nual Insurance Day in Hartford some 
time in April instead of during the mid- 
year. As in former years the leading 
msurance men of Connecticut will be 
back of the program, including James 
Case of Norwich and Donald North of 
New Haven. 


Morris Plan Covers Borrowers 


The Morris Plan Company of the 
Rhode Island is now furnishing without 
charge insurance on the lives of borrow- 
ers of sums up to $2,000. The insurance 
is being taken out in group form on 
the lives of the borrowers as a whole, 
not individually. 

Many cases have come up where sign- 
ers were difficult to secure, in view of 
the fact that the borrower’s death 
would make them possibly pay the 
amounts still due. This is also consid- 
ered the easiest way of closing a loan 
in case of death for it is not a problem 
to the family or friends who endorsed. 


The Little Gem Life Chart gives you 
the dope on even the smallest com- 
panies. A 5-year financial and insurance 
report of 275 companies is included. No 
other small book gives you this exhibit. 
Order at your company club rate from 
The National Underwriter. 














Benjamin 
Franklin 


‘Che 
Apostle of | 
‘Cheift 
said: 


“If you know how to 
spend less than you 
get, you have the 
philosopher's stone.”’ 


R several years the John Hancock has 
aided the progress of the general Thrift 
Movement through its wide distribution of 
the John Hancock Home Budget, which is 
guiding many families toward an under- 
standing of the true meaning of Thrift. 







Copies may be obtained on 
application to Inquiry Bu- 
reau, 197 Clarendon Street, 
Boston, Massachusetts. 





LiFE INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 


























Salesmen—— 
Increase Your Income! 


Insurance, Stock, Real Estate and 


Bond Salesmen 


can earn from two to five times the money now 
earned by selling our special participating pol- 
icy where the policyholder participates fully in 
the profits of the company along with the stock- 
holders. Previous experience in selling life 


insurance is not necessary. 


If interested write direct to Wilbur Wynant, 


president, 


STATE LIFE OF ILLINOIS 


HOME OFFICE 


332 South Michigan Ave. Chicago 














THE NATIONAL 


UNDERWRITER 


January 10, 19) 























THE NATIONAL UNDERWRITER 


LIFE INSURANCE EDITION 





EDWARD 
GEMUTH, Sne: HOWARD J. B 
NORA VINCENT PAUL, Vice- 


FRANK A 


Published THE NATIONAL UNDERWRITER, © COMPANY 
etenaat ont We vider a? WOHLG i OHN F. Work: 


President maces 
President; WILLIAM A. SCANLON, GEORGFCR E. 
iG and O. E. SCHWARTZ, Associate Managers 

Cc. M. CARTWRIGHT, M g Editor 


. Associ 
CHARLES D. SPENCER, Associate Editor 
DALE R. SCHILLING, Associate Editor 
PUBLICATION OFFICE, A1946 Insurance Exchange, CHICAGO. Tele; Tet Wabash 2704 
CINCINNATI pyar 420 E. Fourth St., Telephone Main 578 


DGE, Vice- 
tate itor 


781, RALPH E. ICHMAN, Manager 
Service on 





R THORP, JR., 


ee OFFICE 
80 Maides Pre John 1032 


SMI Eastern 
Shones. A. WATSON, Associate Editor 
HESTER C. NASH, JR. Associate Editor 


1517 First National Bank Building 
R. J. McGEHEAN, Resident Manager 
SOUTHWESTERN OFFICE—DALLAS, TEX 
515 Marvin Bl el. 2-6570 
J. F. GRAHAM, 


Price, $3.00 











SOUTHEASTERN OFFICE—ATLANTA, GA. J: M- OEMESEY. ResimICe 


SAN FRANCISCO OFFICE : 
105 Montgomery Street, Room 907. Tel. Kearny 3054, FRANK W. BLAND, Resident Manage? 
Entered as Second-class matter June 9, 1900, at ae ¢Ctun. Ill., Under Act March 3. 1879 


Subscription Copies 15 cents 
in Combinntinn ith The Notional Unda rien (Ficy cod Conse) 1850s rser Gonads $7.50 


DES M MOINES OFFIC E. 
313 lowa a, Bank Bldg., Tel. 4-8712 
. & Resident M 


848 Book Long” Tel. Cadillac 0004 
oO. , Ly te G. R t Mi 
LADELPHIA OFFICE 
412 Land we le Bidg., Tel. Rittenhouse 3654 
W. J. SMYTH, Resident Manager 














Good Year for Insurance 


Wen the mists have cleared away life 
insurance men agree that 1930 should 
be an excellent year from a production 
standpoint. The stock market crash 
jolted people in every direction. They 
have not yet gotten their bearings. 
Many have been crippled extensively. 
There has been much readjustment. The 
main effect from a life insurance stand- 
point is the revelation of the mental at- 
titude of the people in the comparison 
of a man’s worth according to stock 
market valuations, Oct. 1, and the price 
he could sell his securities today. 
Naturally there is a very odious com- 
parison. Men have realized the fact that 
their estates have shrunk vitally. 

While heretofore life insurance has 
been regarded as very slow’ when 
paralleled with the four years bull mar- 
ket, yet today there is a noticeable swing 
toward life insurance. Many men to- 
day feel that if they had spent the same 
money in purchasing life insurance they 
did in purchasing stocks they would be 
much better off. Undoubtedly there has 
been a settling process. People today 


are veering toward conservatism along 


financial lines. They see that after all 
there is danger in any sort of a boom. 
Values must be based on stability and 
intrinsic worth. 

Shortly after the stock market crash 
there was a hasty run to cover. Many 
bought term insurance to bridge the gap 
partly. They felt that if death occurred 
before some sort of a readjustment could 
be made their dependents would be 
called upon to make a great sacrifice, 
without this proteciton. 

The sentiment toward life insurance 
today is most favorable. The life in- 
surance companies were not materially 
affected from an asset shrinkage stand- 
point. Their assets were of such a 
character that the stock market has but 
little, if any, effect. The consensus of 
opinion is therefore that 1930 should be 
a good year for the hard-working, in- 
telligent life insurance man. If one will 
actually get down and dig systemati- 
cally, using his head and feet, he will 
make a good showing this year. It is 
a time when opportunity knocks. 


Institutional Advertising and Income Tax 


INSURANCE companies are interested in 
a suit in which the Chicago “Tribune” 
is involved with the government over the 
issue whether expense for institutional 
advertising can be deducted in making 
up income tax returns. In the “Trib- 
une’s” case it has been ruled that 
it can not deduct this expense. 
Regular advertising outlay, of course, 


is a deductible item. The “Trib- 
une” in its own good will advertising 
declared that it should be allowed to 
deduct that expense the same as regu- 
lar advertising. This is now being con- 
tested and the outcome will be awaited 
with great interest by insurance com- 
panies that are interested in institutional 


or good will advertising. 


What the Trained Agent Can Do 


WE are all interested in getting men bet- 
ter fitted for their work. Insurance 
executives realize that the better trained 
man in insurance makes a more service 
giving agent. The tools are offered to 
the agent. The trained man and the 
untrained man may be given identical 
kits. The trained man knows how to 
use the tools in the kit. The other man 


looks at the different instruments and 
wonders what they are for. We are all 
reaching the point where we believe that 
the public should be better served 
through the insurance producers. It is 
discouraging when the untrained and 
ignorant agent is paid the same, or 
nearly the same, stipend as the really 
service giving agent. 


Industrial Arts Index Used 


THE NATIONAL UNDERWRITER is one of 
the few insurance papers that is now being 
indexed in the “Industrial Arts Index” pub- 
lished by H. W. Wi_son Company of New 
‘York City. The “Industrial Arts Index” 
is a carefully indexed volume of trade 


and technical publications that is found in 
public, reference and company libraries. 
Anyone desiring, therefore, to find an 
article in THe NATIONAL UNDERWRITER 
of consequence can consult the “Industrial 
Arts Index.” 


PERSONAL SIDE OF BUSINESS 











The Missouri State Life has set Jan- 
uary aside to pay proper tribute to Vice- 
president John J. Moriarty, who will 
celebrate the 30th anniversary of his 
entry into the life insurance business 
this month. 

Mr. Moriarty started his insurance 
career with the old Hartford Life as 
an errand boy at the age of 15. He 
advanced to various positions in the 
home office and acquired a thorough 
ground ng in insurance. In 1912 when 
the Missouri State Life absorbed the 
legal reserve business of the Hartford 
Life, Mr. Moriarty became agency sec- 
retary of the former company. In Jan- 
uary, 1918, he was advanced to assist- 
ant secretary and in January, 1921, to 
second vice-president. Six years later, 
in April, 1927, he was made vice-presi- 


ministration of all agency affairs. 


Walter G. Preston, Jr., assistant treas- 
urer of the Bankers Reserve Life of 
Omaha, whose father, Walter G. Pres- 
ton, Sr., is vice-president, is to become 
connected with the administration de- 
partment of the University of Chicago. 
The new president of the university, 
Robert Maynard Hutchins, was a class- 
mate of Mr. Preston, Jr. at Yale. They 
worked together on the Yale “Daily 
News" and were both members of the 
Wolf's Head, an honorary society. 

J. O. Davis of Shelbyville, Tenn., 
supervisor of the Bankers Life, has been 
appointed chief of the state highway 
patrol by Governor Horton. Mr. Davis 
was not an applicant, but was chosen 
over a long list of aspirants because of 
his qualifications and experience in 
“public relations.” 


Charles L. Peet, special agent in St. 
Paul of the Mutual Life, was married 
in New York during the holidays to 
Miss Georgiania Slade, granddaughter 
of the late James J. Hill, railroad 
builder. 

Nearly 50 years spent in a single unit 
of one company is the service record of 
Thomas W. McCormack, paymaster of 
the Metropolitan Life, who retired Jan. 
a Mr. McCormack has seen the com- 
pany’s home office payroll increase from 
$36,000 a year until prior to his retire- 
ment he was overseeing the disburse- 
ment of $16,000,000 a year in wages and 
salaries to about 12,000 employes. He 
has served under four of the company’s 
five presidents. 

At a luncheon given by the Metro- 
politan in Mr. McCormack’'s honor, 
about 4@ of his busines associates were 
present, including President Frederick 
H. Ecker. Of these men 33 have been 
w.th the company for 40 years or more. 
Mr. McCormack will receive a liberal re- 
tirement income, as a result of the group 
annuities program notes by the Met- 
ropolitan a few years ago 


3. M. Markham, 69, for nearly 36 years 
general agent for the Northwestern Mu- 
tual Life at Dayton, O., died there last 
week. Mr. Markham started his insur- 
ance career with the Northwestern Mu- 
tual Life and was active in Scranton, 
Pa., before going to Dayton. 

The 50th anniversary of Vice-Presi- 
dent Thomas A. Buckner’s service with 
the New York Life will be celebrated 
by the company with a great testimonial 
program which will include special de- 
partmental meetings throughout the 
country. Mr. Buckner has consented 
to attend each of these meetings and 
will meet and talk with the agents 
whose activities he has for so many 
years directed. 

In a letter to the field force Presi- 
dent Darwin P. Kingsley calls atten- 
tion to the distinguished service which 
Mr. Buckner has rendered to the com- 





pany and the insurance business as a 





In 1898, Mr. Buckner, then b 
, entered the home office agency 4 


the title of superintendent of agenci¢ 
He had served as branch office cler 
cashier at Wichi 
, as agency director at Wichita al 


agencies in charge 
with headquarters 
He had such a wide grasp of | 
problems and such human sympathy } 
1 it was not long bei 
he was carrying large responsibiliti 
In 1900 he was elected fourth vice-pre; 
dent and in 1903 vice-president, succee 
Perkins as head of 





hil adelphi 
ife of Ne 
intment 


ing George W. 
company’s field organization. 


-| under his guidance the New York Li 

dent and placed in charge of the ad-| field force has 

izati producing around 

agents, producing close to $1,000,000,0 
f new imsurance per annum. 


Samuel S. Boyden, consulting actua 
for the Union Mutual Life and affiliatg 
with that company for the past 57 
died at his home in 


tuarial Society 


Robert Lee Cooney, who . celebra 
is 50th year with 


j The ae was attend 
by prominent Atlanta business men a 
y a number of officials from the cor 
pany's home office. 


President Robert t D. Lay and Vic 
President Walter E. Webb of the 
, U. S. A,, figured conspicg 
ously is daily newspapers in ‘Chicag 


rgest 


cially interested 


building was being placed by C. W. Se 
bury of Marsh & McLennan of Chicag 
who is president of the Chicago As: 
ciation of Commerce. The group wate 
ing Mr. Seabury with the trowel in | 
hands laying the capstone was phot 
graphed, a number of notables compo®- 
ing the group. 


C. H. Simpson, 
>, has left for Long Beach, ( 

While there Mr. Simpson "4 
California agency 
spend his spare time fishing in the I 

Dix Teachnor, 
for the sixth consecutive vear paid ! 


1929 he wrote $1,125,000. 





Madison §. Trice, for many years re: 
dent manager at Richmond for the y 
tinental Life of W ashington, - €. 
last week at a hospital in Lynchi 


Mualified 
? _— t plicating 1 
c. Vivian Anderson, general agent 9¥ear. 
Provident Mutual in Cincinnat. 
been a chairman of Gov. 
devise a sis 


roe coe adopted at the Pe 


M. R. McGruder, who was forme? 
editor of the ‘ ‘Southern U nderwriter 


Field” as associate editor and will be ® 
tached to the general headquarters 
Louisville. Since the “United States 2 
i of Philadelphia : 
“Southern Underwriter,” } 
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itor. 


E. M. Salveson of Forest City, Ia., has 
sst received from the New York Life 


s been acting as its southern news | a certificate showing he has written one 
He has had an extensive experi- | 
1ce in daily and trade newspaper field. 








or more applications a week for 200 
consecutive weeks, which is approx- 
‘mately four years. Mr. Salveson repre- 
sents the company in the Waterloo, Ia., 
| district. 








LIFE AGENCY CHANGES 











ALKER WILL JOIN MELLOR 


ormer Agency Manager of Provident 
Mutual Becomes’ Vice-President 
of Philadelphia Agency 


PHILADELPHIA, Jan. 9.—Sigour- 
ey Mellor, president of Mellor & Allen, 
hiladelphia managers of the Home 
ife of New York, announces the ap- 
yintment of Matthew Walker as vice- 
esident of the organization. 

The Mellor & Allen agency has made 
ch rapid strides the past year that Mr. 
ellor felt the need of having another 
an of long experience in the field to 
sist him not only in the training of 
~w agents, but in directing the ac 
ities of those whose training has been 
mpleted. Mr. Walker, he felt, had 
he necessary experience along these 
es, having been for years manager of 
rencies for the Provident Mutual Life. 
fter leaving the Provident Mutual Mr. 
‘alker was for several years on the 
acific Coast. 

Vice-President Robert F. Bowman, 
rmerly in charge of training, has been 
ade manager of sales and will work 
ith Mr. Walker on this phase of the 
siness. Thé agency has a personnel 
35 men and women, 25 of whom are 
ll-time producers. Mr. Mellor him- 
lf in 1929 was the largest pe.sonal 
Moducer in Philadelphia and one of the 
rgest in the country, with a paid-tor 
hsiness Of more than $4,500,000. 


E. STOCKDER HAS RETIRED 


Health Forces Resignation of Provi- 
dent Mutual’s Veteran General 
Agent at Hartford 


Retirement of Charles E. Stockder as 
neral agent of the Provident Mutual 
Hartford is announced by Franklin 

Morss, manager of agencies. Mr. 
ockder was forced to tender his resig- 
ation because of ill health. He entered 
e company’s service on Jan. 1, 1906. 
Walter D. Cross, assistant to the man- 
ker of agencies, assisted by Lowell W. 
avis of the agency department, is 
king charge of the Hartford agency 
itil a successor is appointed. 


Warren S. Howe 


Warren S. Howe has been appointed 
pervisor of the Los Angeles agency of 
e Phoenix Mutual Life, assisting Leon 
. Soper of the home office agency de- 
rtment, who has been in charge of 
¢ southern California agency since the 
signation a few months ago of George 
. Ayars. In addition to assisting Mr. 
per, Mr. Howe will have charge of 
€ training and supervision of new 
lesmen. 

He entered the business in June, 1926, 
ter several years of selling experience 
other fields, and in his first full year 
lalified as a $250,000 Club producer, 
plicating the achievement the second 
ar. 


Eric G. Johnson 
Holgar J. Johnson, Penn Mutual gen- 


sow 


pointment of Eric G. Johnson, his 
other, as associate general agent. Eric 
wonson joined the agency a year and 
half ago, bringing experience in or- 
enizational work. This agency, the 
‘nn Mutual reports, has recently had 
Phenomenal expansion, caused very 
tgely by the work of Eric Johnson in 
ging in new men, in training them, 


COUSINS IS GENERAL AGENT 


Division Superintendent of Aetna Life 
at Home Office Goes to 
Springfield, Mass. 





To fill the vacancy caused by the 
transfer of E. Clay Brock, general agent 
of the Aetna Life at Springtield, Mass., 
to become general agent at Seattle, Wil- 
lard C. Cousins takes charge of the 
Springfield district. He has been di- 
vision superintendent of the company at 
its home office. Mr. Brock in return- 
ing to Seattle goes to the agency with 
which he began his insurance career. 
He was appointed general agent of the 
Aetna Life at Springfield in June, 1924. 
Mr. Cousins went with the Aetna Life 
in 1925, becoming connected with the 
underwriting department. In May, 1926, 
he became assistant in the accident and 
health department, thus receiving a wide 
experience. When the regional plan of 
agency supervision was inaugurated in 
October, 1928, he was selected as su- 
perintendent of the eastern division. 





C. D. Kipp, W. S. Payne 


Charles D. Kipp, manager of the or- 
dinary branch of the Prudential in Salt 
Lake City for many years, has an- 
nounced his retirement. Mr. Kipp has 
been twice president of the Utah Life 
Underwriters AssociatioN and is widely 
known in Utah insurance circles. Wal- 
ter S. Payne, assistant manager of the 


branch for several years and also well 
known in life insurance association cir- 
cles, will succeed Mr. Kipp. The re- 


tiring manager will continue to be as- 
sociated with the branch in an advisory 
capacity. 


Herman Collins 


Herman Collins of Yankeetown, Ind., 
former member of the Indiana legisla- 
ture, has been appointed general agent 
of the Northwestern Mutual at Evans- 
ville and will cover several counties in 
southwestern Indiana. 


Ralph W. Messer 


Ralph W. Messer has been made dis- 
trict manager of the new branch office 
of the Penn Mutual Life at 10 Central 
avenue, Lynn, Mass. He is under the 
jurisdiction of the Stanford Wright 
agency of Boston. 


F. X. Roach, J. G. Butterbauch 
F. X. Roach, manager for the Bank- 











* in supervising old as well as new. 


ers Life of Des Moines at Fargo, N. D., 
has been transferred to Minneapolis to 
succeed W. I. Easly, who has resigned. 
J. G. Butterbauch, producer for the com- 
pany at Wabash, Ind., has been ap- 
pointed agency manager at Columbus, 
O., succeeding C. T. Bell, resigned. 


Martin T. Mavin 


Martin T. Mavin has been appointed 
general agent of the Continental Life of 
St. Louis in Chicago. He is well ac- 
quainted in Chicago territory. 

Mr. Mavin has taken quarters at 1102, 


330 South Wells street. He was for- 
merly associated with H. B. Keck of 
the Northwestern National in Chicago 


and prior to that was manager for the 
Metropolitan in that city. 


Lee Wandling 


Lee Wandling has been appointed dis- 
trict manger by the Kansas City agency 
of the Equitable of New York for north 
central Missouri, with headquarters at 
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Losses— 


(Advertisement 9 of a series) 


No matter how thoroughly the gladiators of old 
were equipped and trained there was certain to 
be losses whenever battles were engaged in— 
losses in battles and, at times, losses at home. 
Losses being unpreventable will always occur. 


Shield Men of the National Life and Accident 
like to place insurance with those far sighted 
men who, knowing losses will occur, desire to 
protect themselves as much as possible. It is 
reassuring to men wearing the Shield button to 
know that the company they represent has al- 
ways met its loss payments promptly and fairly 
—satisfying to its clients to know there will not 
be long delays or haggling over losses. 


This is another feature of the National Life and 
Accident that makes it profitable to wear the 
Shield button. 





It pays to be a Shield Man! 
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Chillicothe. Mr. Wandling is a former ier 
Kansas football star and has made a Wi 
very good record in the Kansas City Goes ith¥Mellor agency 
agency the past four years as a devel- writer. 
oper of new men. = ay 
-s a ire | 
John C. Anderson . 
John C. Anderson, Columbus life in- Lif 
surance man, has been appointed man- j Buffa 
ager for central Ohio by the Fidelity 
Mutual Life of Philadelphia. : 
‘ N. R. Whetsel 
N. Ross Whetsel has been appointed 
7 2 > . ms 
Fellow Workers in Thrift agency manager tor the Equitable Life ORGAI 
of Iowa for Denver and part of Colo- 
rado. He formerly was with the Provi- _— 
° le 
On January 22nd we shall have the active cont Mate these. Pr 
cooperation of forty-eight national civic and W. S. Long 
business organizations in our efforts to per- A new branch of the New York Life ’ 
&< é P has been opened at Eau Claire, Wis., Georg 
suade the public to take thought for the days to serve 19 counties. W. S. Long, who Commo 
has been covering the territory out of organize 
to come. Madison, is agency director in charge. now - 
- . . — Pilot Li 
Every minute spent in soliciting on that A. N. Somerville capital | 
day should be decidedly more productive than A. N. Somerville has been appointed ae 4. 
oe 3 2 associate general agent of the Penn rovidia 
ordinarily. Mutual Life for eastern Massachusetts, MATTHEW WALKER I pee 
: assisting in the general agency of Stan- Becomes Vice-president of Mellor & es» tc 
Let us be equal to the opportunity offered ford Wright of Boston. Allen, Philadelphia ing div 
. — . , $ ; . : : : 7 ruled th 
us by our fellow workers in thrift. J. C. Sturgis on the Pacific coast with the Missourl) written. 
_ J. C. Sturgis has been promoted from State Life. sessmen 
field superintendent to San Francisco ’ legal re: 
" manager for the Occidental Life, suc- Life Agency Notes sary to 
ceeding C. C. Byers, who was recently W. A. Moore, who has bee anagesy Teinsure 
Connecticut General transferred to Seattle. . * A life. ond pateen Plow Samnetanant ( that rea 
° McKinney & Allen, Sioux Falls, S. D ranize 
Life Insurance Company Harry O. Finch has -. os that firm and will ON 
. engage in life insurance business — 
Hartford, Conn. — : Sioux Falls. —e — dent of 
The California State Life announces “Tus” Ackerman, three years tall «=New Ye 
; ogee a of eu 2 — = on the University of Kansas basket ball National 
*J]3 ° rict manager of e San Jose office. | team, has joined the Equitable Life if” : 
Over a Billion in Force Mr. Finch has been in life insurance Kancas CHy as a personal producer. ue a 
> we tiie : . ckerman has just been named ¢ basi 4 er. 
many years, ‘his early education having | xethall coach at Haskell Institute, L avi company 
been in the east. Recently he has been | rence, Kan. b Mr. Kab 
| . is with » 
BROWN ASKS LEGISLATION | from the Metropolitan Life, was se r! 
nas tenced to three years in jail. His metho§ 
Makes Recommendations to Massachus- of obtaining money, it was charged, co! | 
tts Sol Woul ich sisted of i issuing policies to fictitious rm 
etts Solons—Would Tig ten Up on sons, paying the premiums himself. 4 
Fraternals and Benefit Societies ter he would report the policyh i 
dead, filling out a fake death certificatt 
K S BOSTON, Jan. 9.—Commissioner | #4, forging a physician’s signature. § 
Merton L. Brown of Massachusetts in Thal was arrested after his inabili 
his annual recommendations to the | t? Spell “pneumonia” correctly arouse 
ili ‘ ea ¢ -_| the suspicions of a company official. 9 
legislature asks to be relieved of mak- 5 
ing annual examinations of the savings , . 
banks which write life insurance and to Woods Agency’s Increase 16 Percent) 
make the examination triennial as in the The Edward A. Woods Company ‘ 
case of regular insurance companies, | Pittsburgh. placed in force in 1929 SS 
Bought—Sold—Quoted He also asks that a penalty be provided 228. 570 of paid-for Equitable Life nsuni 
~ o oo and benefit societies | ance. This was an increase of 16 pe 
which refuse to obey the commission- | cent over 1928, according to William 
er’s summons during examinations or | Duff, president-manager. 
obstruct the commissioner in making an 
examination. He asks that the laws 
pertaining to the examination of fra- Rochester Report Made 
ternal and benefit societies be made The Rochester, N. Y., chamber 
stricter. . commerce in reporting on ordinary I 
The commissioner takes to task the | insurance during 11 months of 1929 sa! : 
companies that make a practice of dis-| that it amounted to $56,201,698, a ° : Se 
counting their interest charges on pol- | percent decline from the corresponditi — 
icy loans or overdue premiums in ad-| period of 1928. These are the figut 
vance. He recommends that the stat-| reported by 27 offices doing business ° 
utes be amended specifically to provide | the Rochester district. Of these 7 
aA that interest payable on loans or pre-| showed increases. Over the sa a 
miums shall be calculated so that the | period 35 offices in Buffalo showed 2" 
effective rate thereof shall not actually | percent gain. The November sales ° 
P W CHAPMAN & CO. INC. exceed 6 percent per annum. Commis- | Rochester district were 5 percent beh 
7 ° "9 , sioner Brown asks that the statute be | last year while Buffalo showed a s” 
Insurance Stock Department amended to conform with the National | of 17 percent. 
115 W. Adams St. 42 Cedar Street Convention of Insurance Commission- A a 
CHICAGO NEW YORK” ers’ recommendation toward abolishing Lieberman Returns to New York 
the writing of business by nonadmitted Frank G. Lieberman, manager of # 
companies. These restrictions would Balti T3 ~ontft 
: : altimore agency of the Union Cet! 
not apply to a state which did not have Life, has resigned to join the c. 3 
. — ae law regarding its Knight agency in New York City. +" 
= Baltimore agency is in temporary cha 9 
° rvist ’ 
[| tebesser Given Tee Yours | of Cliford End, “astct. ore 
Charles W. Thal of Baltimore, who | where he made a splendid record *'F 
eS Se - pleaded guilty to embezzling $5,356! personal producer with the Knig# 
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agency before becoming manager at 
Baltimore. He entered the New York 
agency in 1918 and soon became a large 
writer. He became Baltimore manager 
in January, 1926. He is well known as 
a life insurance lecturer. 





Life Men “Ad” Club Candidates 
Buffalo life underwriters are planning 


an intensive campaign in behalf of 
Henry P. Bronkie of the Aetna Life, 
K. C. Evarts of the State Mutual and 
Earl A. McCreery of the Calvin S. El- 
liott Co., all of whom are candidates 
for election to the directorate of the 
Greater Buffalo Advertising Club. The 
underwriters will form a committee to 
work for their associates when the elec- 





tion is held Jan. 14. 
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ORGANIZING A NEW COMPANY 





George Kabureck Is Busily Engaged in 
Promoting the Pilot Life at 
Springfield, Ill. 





George Kabureck, who is head of the 
Commonwealth Life of Springfield, IIl., 
organized under the assessment laws, is 
now making progress in organizing the 
Pilot Life, a legal reserve company, with 
capital $100,000, the stock to be sold at 
$35 a share. The Commonwealth Life 
has been issuing participating policies 
providing for the purchase of stock in 
a new company to be organized, the 
stock to be purchased with the accru- 
ing dividends. The attorney general 
ruled that such a policy could not be 
written. He declared that before an as- 
sessment company can be changed ito a 
legal reserve basis it will be first neces- 
sary to organize a stock company and 
reinsure the old company’s basis. For 
that reason the Pilot Life is being or- 
ganized. 

Mr. Kabureck was formerly vice-presi- 
dent of the National Protective Life of 
New York. He organized the Citizens 
National Life at East St. Louis, IIL, 
becoming secretary and general man- 
ager. Later he resigned to organize a 
company in Springfield. Associated with 
Mr. Kabureck are F. Ralph Sharp, who 
is with the Sangamon Dairy Company, 








and was formerly connected with banks 
at Springfield; Ralph J. Traylor, Weaver 
Manufacturing Company of Springfield; 
F. A. Barrett, farm equipment and hard- 
ware business at Tallula, Ill.; Dr. A. E. 
Walters of Springfield; Frank L. Crut- 
ter, attorney at Springfield; H. C. 
Harms, Producers Live Stock Commis- 
sion Company of Springfield; A. Moss, 
_—_— Bluford State Bank, Bluford, 


Provident Mutual’s Chicago Changes 


Leonard Elsworth, general agent of 
the Provident Mutual Life in Chicago, 
has started a brokerage department with 
C. C. Mathis and N. T. Seabranch in 
charge. Both have been connected with 
the ‘Chicago agency for more than ten 
years. Herbert L. Moulton has been 
placed in charge of a new unit organiza- 
tion of the agency in separate quarters, 
under the Provident Mutual’s national 
plan to develop smaller units through- 
out the country. Mr. Moulton has been 
with the agency about six years. 





Guardian Life Wisconsin Meeting 


A meeting of district managers for the 
Guardian Life was held in Milwaukee 
Jan. 4 by Hillis C. Rhyan, manager for 
Wisconsin. The expansion program 
which the Wisconsin agency has under 
way was discussed. It was announced 
that the agency made a record of $500,- 














Life Insurance Day 
W ednesday, January 22, 1930 


Life Insurance Day should be an outstanding event 
in the celebration of National Thrift Week. 

Life Insurance is Thrift. 

The Life Underwriter is a teacher of Thrift. 

The unique place held by Life Insurance in the 
thrift of the American people should be further em- 
phasized on that day through forceful presentation of 
the message of Thrift Through Life Insurance and of 
the fact that Life Insurance is Thrift with the “if” 
eliminated. 


Lend your active support by performing an act of 
Thrift through Life Insurance on Wednesday, Janu- 
ary 22nd. 


a 


THE GUARDIAN LIFE 
INSURANCE COMPANY of AMERICA 





“The Company that Guards and Serves” 


50 UNION SQUARE NEW YORK CITY 
































‘PoliciesthatTrorect ’ 


‘Policiesthat Protect’ 


“Policies%az Protect RY 
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Good Salesmen—but we Want ’em 


Te ExRMERSE&BANKE 


(/ 


RARE AS HAIR ON A FROG’S BACK hy 


We’re always on the lookout for 
good representatives. They’re rare 
but a good one can make a mighty 
profitable connection. Tie in with 





an institution that has the reputa- 
tion of paying all death claims on 
the day that adequate proof is 
shown—that has a range of policies 
to fit every need. Let’s hear from 
you. 
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CONTINENTAL AMERICAN 
LIFE INSURANCE COMPANY 
Wilmington, Delaware 


PHILIP BURNET, President 


TWENTY-SECOND ANNUAL STATEMENT 
December 31, 1929 





$12,280,193 


Assets- - - += = = = 
117% of liabilities 


10,501,158 


Liabilities - - - - = = 
Only 86% of assets 


Excess of Assets - {Per Sas} - $ 1,779,035 
17% more than liabilities 
New Insurance - = «= «= «= $15,866,960 


84% in policies of $5,000 or more 


$92,448,696 


Insurance in Force- - - - - 
349% as much as ten years ago 


Specializing on the Larger Policies 


HE CONTINENTAL AMERICAN specializes on the better 

class of business, the people with the larger incomes who are 
not merely good average risks, but better risks than the average, 
and who insure in substantial amounts. More than 80 per cent of 
the new business for 1929 was in policies of not less than $5,000 at the 
minimum. 














THE PENN MUTUAL 
ARRAYS THESE 
FINISHED FACTS 


Taken from the record of 1929 on December 31 :— 
In December we entered the small group of com- 
panies that have $2,000,000,000 or more in force. 

New business in 1929, $304,000,000 plus,—in 1928, 
$255,000,000,—in 1927, $215,000,000. A gain of 19.4% over 
1928, and of $90,000,000 over 1927. 

We began to put our Manpower program into use 
two years ago :— 

First-year producers have increased 150%, and the 
total number of producers is 55% larger. 

New Agents of the last two years have paid for 
$135,000,000 of insurance. 


We expect a broadening of this growth in 1930, be- 
cause of a still more familiar use of so much of the Man- 
power program as is now in force, and because of the 
added impetus to be given by new features. 

If anyone doubts what expert recruiting, educating, 
and supervising can do, these figures should convert him. 


WM. A. LAW, President 
Wm. H. Kingsley, Vice President 
Hugh D. Hart, Vice President 




















000 production in December, and a “mil- 
lion-a-month” was set for the agency 
goal in 1930. 





Indiana Agents Meet 


President Frank P. Manly addressed 
a two-day conference of the Indiana 
agents of the Indianapolis Life in In- 
dianapolis. 

Reports of the past year’s work were 
given by Vice-President E. B. Raub, 
Secretary J. R. Raub, A. L. Portteus, 
treasurer, and W. H. Huehl, actuary. 
A. H. Kahler, H. J. Plack, Godfrey 


Phillips, managers at Peoria, Ill, Dav- 
enport, Ia., and Cincinnati, respectively, 
gave talks. 


Disability income benefits, service 
through the legal department, conserva- 
tion of business, life insurance as a busi- 


prospects, and selling of 
policies were dis- 
cussed. “Looking Ahead to the Great- 
est Year” was Mr. Manly’s subject. The 
year 1930 is the 25th anniversary of the 
company and plans are already in the 
making for a great homecoming in Oc- 
tober or November. 


ness, getting 
different types of 








Closes Its Chicago Agency 


The North American Life of Toronto 
has closed its Chicago agency under U. 
C. Upjohn, manager. It is maintaining 
a small collection office. Mr. Upjohn 
has taken quarters in the Midland build- 
ing and is representing the Massachus- 





etts Mutual. He was formerly assistant 
manager of the Union Central Life in 
| Chicago. 
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FAVOR NEW KANSAS TAX LAWS 





Solons Approve Report of Committee 
Providing for 2 Percent Tax on 
Domestic Companies 





TOPEKA, Jan. 9.—The members of 
the Kansas legislature are favorable to- 
ward the enactment of the new insur- 
ance tax laws proposed by the tax code 
revision committee last month. This 
was disclosed by the poll being taken 
by Governor C. M. Reed of members 
of both branches of the legislature on 
the various features of the code report. 
On the insurance tax revision the mem- 
bers of the house voted 52 to 13 for the 
report and the members of the senate 
voted 16 to 4 in favor of it. The gov- 
ernor is considering calling the legisla- 
ture into special session about Feb. 1 to 
act upon certain features of the tax code. 


Domestic Favoritism Eliminated 


The report of the committee provides 
for Kansas companies to pay the 2 per- 
cent premium tax the same as foreign 
companies. The mutual fire companies 
and the fraternals which do not set up 
a reserve against each policy are exempt. 
For years the Kansas companies have 
been exempted from the gross premium 
tax, as it was regarded as an induce- 
ment for the organization of companies 
in this state and was intended to per- 
mit them to reduce the rates to that | 
extent and thus offer an inducement to 
citizens to buy policies in Kansas com- 
panies. The code report provides for 
deductions from the gross premiums to 
the amount of the premiums returned 
and dividends paid to policyholders; the 
reinsurance premiums paid and 
amount of the increase in the legal re- 


the | 


serve. This is approximately the same 
basis as that provided for foreign com- 
panies except the increase in the legal 
reserve. 





Reliance Life Plans Campaign 


Following a meeting held in Min- 
neapolis Jan. 4, plans for a concentrated 
sales campaign were launched by Minne- 
sota representatives of the Reliance Life. 
R. C. Braun, advertising manager of the 
company, addressed the meeting. 





Equitable’s Iowa Agency Thrives 
The 
Life of 
new business in 1929, 
000 over 1928. M. C. Nelson, Des 
Moines, is state manager. The produc- 
tion represents an increase of 60 percent 
during the past three years and the pro- 
duction figures given do not include 
group insurance. 
the agency closed a group insurance pol- 
icy for the Iowa State Teachers asso- 

ciation of 18,000 members. 


Iowa agency of the Equitable 
New York wrote $16,271,000 in 
a gain of $3,071,- 





Devine Heads St. Paul Club 


At the annual meeting of the St. Paul 
Managers & General Agents Club, Ar- 


thur Devine of the Prudential was 
elected president. Other officers are: 
First vice-president, E. R. Erickson, 





John Hancock Mutual Life; second vice- 
president, G. A. Sattem, Mutual Life of 
New York;  secretary-treasurer, Ben 
| Bratter, Connecticut Mutual. 

The executive committee is composed 
|of M. J. Dillon, Pacific Mutual, chair- 
man; H. C. Martins, Provident Mutual; 
|O. C. Holmer, State Mutual; C. W. 
| Kleifgen, Metropolitan Life, and F. G. 
| Bean, National of Vermont. 














IN THE SOUTH AND SOUTHWEST | 











FIND SALES HAVE INCREASED 





Cravens, Dargan & Co. General Agency 
at Houston Found December a 
Most Excellent Month 





“The drop in the stock market so 
emphasized the merits of life insurance 
as fine property to own that our De- 
cember sales were 75 percent ahead of 
December, 1928,” anid Homer G. Hew- 
itt, life department manager for Cravens, 
Dargan & Co. of Houston, just before 
departing for the annual conference of 
Northwestern National Life leaders at 
Minneapolis. 

Total sales of new life insurance for 
1929 were 60 percent ahead of 1928 and 
exceeded any previous year in the his- 
tory of the agency. Vincent Grainger 
of Texas City, who graduated from the 
sales training school of Cravens, Dar- 
gan & Co. last January, led the entire 
Texas sales force. Of the leading ten 
salesmen in 1929, five were new men 


developed during the past year. The 
sixteenth session of this training school 
is set for Jan. 28-31. At the Minneap- 
olis managers’ conference, Mr. 
was invited to speak on 
School for New Salesmen as Developed 
in Texas.” 


the Texas agency of the Northwestern 
National Life in honor of its victory 
over one of the oldest agencies—North 
Dakota—in a four-month’s production 
contest, which ended Dec. 31. 





Mid-Continent Wins Prize 


The Mid-Continent Life of Oklahoma 
City was awarded first prize for most 
artistic and attractive Christmas decora- 
tions of all business buildings of its 
class. 








First National Enters Oklahoma 


The First National Life of Denver 
has opened state offices at 917 Perrine 
building, Oklahoma City. Charles C. 


During the last year | 


Hewitt a 
“The Training | 





A silver loving cup has been awarded | 
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' - _ 
Piab, formerly of Denver, has been 
made general agent. 


| 


The annual agency meeting of the 
Harvester Life of Dallas was held at 
San Antonio the first week of the new 


year, with some 75 agents from all sec- 


| tions of the state attending. The agents 


i ..._ | were in session for three days. 
Harvester Life Holds Agency Meeting | . C ee days 


Stroud, agency director, had charge ot 
the meetings. President George W. 
Jalonick, Jr., was one of the chief 
speakers. 








PACIFIC COAST AND MOUNTAIN 











GOES TO HAMILTON NATIONAL 





A. Silvers, Executive Vice-President of 
the Associated Life, Changes 
Base of Operations 





k:xecutive Vice-President A. Silvers 
of the Associated Life, Spreckels build- 
ing at Los Angeles, states that its new 
paid for business last year was $5,750,- 
000 and this gives it about $6,500,000. 
fhe company does business in California 
only. Mr. Silvers has tendered his res- 
ignation to the company and also as 
director and vice-president of the Asso- 
iated Insurance Underwriters. He states 
that he will continue to be active on 
the firing line. He has gone with the 
Hamilton National Life at 548 South 
Spring street, Los Angeles and will 
start functioning with that company, 
Jan. 10, 

President Spencer Thorpe, of the 
Hamilton National Life announces that 
Mr. Silvers is manager of _ special 
agency. President Thorpe states that 
ithe Hamilton National Life, which be- 
igan business July 1, last, closed its first 
six months with a total volume in force 
of $3,064,000. The company has ap- 






| 
| 


proximately 50 active agents in Cali- 
fornia and has recently adopted a branch 
office system under which a number 
of branches have been established in 
Los Angeles and more will be added 
until the entire California field is cov- 
ered by this plan. 





Seattle Agency Leads 
The Seattle agency of the Oregon 
Mutual Life, the leading unit of the 
company for the past three months has 
moved into new quarters at 909 Repub- 





lic building. The new offices are double 
the size of the old quarters. J. J. Pat- 
terson is general agent. 





Chambers Launches “Nine Club” 


John Chambers, the new service man- 
ager for the Penn Mutual in the Frank 
H. Davis agency in Denver, is out with 
a new club idea to promote production. 
He admits that $200,000 clubs and 
“Appli-a-Day” clubs are all right, but 
declares the men who join his “Nine 
Club” will make new records. He says 
that every member of this club agrees 
to start work in the field at 9 a. m. with 
a prepared list of nine prospects, spend- 
ing a minimum each day and planning 
and working for nine applications. 











Policy Literature. Rate Books, etc. 


PRICE, $4.00 and $2.00 respectively. 


_ NEWS ABOUT LIFE POLICIES 
New Policies, Premium Rates, Dividends. acide and all Changes in 


Digest” and “‘Little Gem,” Published Annually in May and April respectively. 


Supplementing the “Unique Manual- | 


LIFE INSURANCE EDITION 





























Thrift Progress 


In speaking of the progress of the 
life insurance business, before the 
twenty-third annual convention of 
the Association of Life Insurance 
Presidents, our President, Mr. John 
R. Hardin, chairman of the conven 
tion, said in part: 

“Even more striking is the fact 
that this year’s new purchases will 
be double the aggregate amount of 
insurance in force on all lives at the 
beginning of this century. May we 
not regard this as a true index to 


this century’s thrift progress?” 


Thrift progress will be furthered by 
National Thrift Week 
January 17-23, 1930 


The Mutual Benefit 
Life Insurance Co. 
NEWARK, NEW JERSEY 





















NCREASE DIVIDEND SCALE 





onnecticut General Life Will Pay 
Policyholders 10 Percent More 
Under 1930 Schedule 





The Connecticut General Life has in- 
teased its dividend scale approximately 
0 percent on all its participating busi- 
ess, effective immediately. The _ in- 
teases vary, the greatest being on 
rdinary life, while at some ages the 





$1,000 to $1,600 


Ordinary Life Insurance at An 
Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 
} ALL PREMIUMS 

RETURNED 


7 in addition to face of policy 
in event death before age 60 


FULL FACE THEREAFTER 
AND PREMIUM REDUCED 20% 


—— 


} Original cost, age thirty, $21.40 
per $1,000 to age 59; $17.19 
per $1,000 thereafter 


Write for Sample and Particulars 


This is one of many unique contracts 
issued by 


Federal Union Life 


FRANK M. PETERS, President 
Cincinnati, Ohio 
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endowment plan shows a slight de- 
crease. The ordinary life, first year 
dividend at age 20 is increased $1.16, at 
30, 53 cents; at 40, 87 cents; at 50, 81 
cents; at 60, 78 cents. The tenth year 
dividend is increased at age 20, $1.29; 
at 30, $1.02; at 40, 43 cents; at 50, 28 
cents; at 60, $1.12. On the 20 payment 
life the first year dividend at age 20 is 
increased 38 cents; at 30, 54 cents; at 
40, $1.08; at 50, $1.04, and at 60, 94 
cents. The tenth year dividend on the 
20 payment life is increased at age 20, 
46 cents; 30, 90 cents; 40, 58 cents; 50, 
50 cents; 60, $1.20. The dividend 
schedules on the principal policies fol- 
lows: 
Ordinary Life, Per $1,000 


ee | ividend Year———_-, 





| 


Age Prem. 1 2 ) 10 20 
BBesecs 15.77 3.97 4.03 4.21 4.65 6.02 
Sse 16.06 3.99 4.05 4.25 4.72 6.18 
Pisetecs 16.36 4.02 4.08 4.29 4.79 6.32 
eae 16.69 4.04 4.11 4.36 4.87 6.46 
BPeuees 17.03 4.07 4.14 4.42 4.96 6.63 
BOcccce 17.38 4.10 4.17 4.47 5.04 6.77 
Se 17.75 4.12 4.23 4.53 5.13 6.91 
22 18.14 4.18 4.28 4.60 5.28 7.02 
18.56 4.24 4.34 4.67 5.41 7.12 
, ere 18.99 4.29 4.40 4.76 5.56 7.24 
BBsesee 19.43 4.34 4.47 4.83 65.71 7.35 
BE.ccce 19.90 4.41 4.52 4.91 5.83 7.46 
Be seese 20.41 4.48 4.60 5.06 5.98 7.59 
BBccces 20.93 4.54 4.68 5.19 6.12 7.73 
BOccees 21.48 4.60 4.75 5.32 6.27 7.86 
Pa cess 22.06 4.69 4.89 5.47 6.43 8.00 
ew 22.68 4.83 5.02 5.60 6.56 8.14 
Secccce 23.32 4.96 5.16 5.74 6.66 8.31 
iccnne 24.00 5.09 5.29 5.87 6.76 8.45 
PRcccne 24.72 5.23 5.42 6.02 6.86 8.62 

? 25.49 5.36 5.56 6.16 6.97 8.78 
ere 26.29 5.49 5.68 6.30 7.08 8.95 
Be eccce 27.14 5.62 6.82 6.39 7.21 9.21 
38 28.04 5.75 5.96 6.47 7.32 9.46 
See 29.00 5.90 6.10 6.57 7.46 9.76 
a 30.01 6.03 6.19 6.68 7.60 10.05 
31.09 6.16 6.32 6.83 7.79 10.40 
> Pere $2.23 6.30 6.46 7.01 8.00 10.77 
43 33.45 6.43 6.62 7.18 8.20 11.15 
svese 34.75 6.58 6.76 7.35 8.41 11.53 
GB. cece 36.12 6.73 6.92 7.54 8.64 11.95 
GB.acce 37.58 6.89 7.09 7.73 8.87 12.39 
CO 39.15 7.06 7.28 7.94 9.20 12.84 
ee 40.81 7.24 7.46 8.14 9.55 13.33 
ee 42.58 7.40 7.64 8.35 9.91 13.86 


(CONTINUED ON NEXT PAGE) 





The 
Manhattan Life 
Insurance Company 


Its traditions and ideals have been 
built on the motto of ‘‘Reliability”’ 
and as such it has earned the name 


of 


‘*THE OLD RELIABLE” 
Founded 1850 


654 Madison Avenue at 60th Street 
New York, N. Y. 


THOMAS E. LOVEJOY, President 





























Safety and Security 
the Keynote for 1930 


lor the insurance man of good record who wants 
to begin 1930 with a direct connection of his own 


THE PYRAMID LIFE INSURANCE COMPANY 


Offers a liberal contract backed by the security 
and assurance that comes of representing a sound 
company under conservative management. 

For his assistance we furnish an attractive line of 
policies—complete protection from infancy to old 
age. Also an effective plan of direct mail adver- 
tising. 

Generous and sympathetic treatment of men in 
the field. 


Write to 
John G. Hoyt, President 


PYRAMID LIFE INSURANCE COMPANY 


Kansas City, Missouri 


Openings in 
Oklahoma Texas 
Kansas Iowa \ 


Colorado 
Illinois 


Arkansas 
Missouri 











WANTED— 
A MAN! 


Possessing the following qualifications: 
AGE 35 or over, seasoned and a pro- 
ducer. 
THREE years of life insurance experi- 
ence, 
Must be personally acquainted with at 
least 25 life agents. 


TO HIM— 
WE OFFER 


—The Highest commission for low cost 
participating insurance. 

—The services of an ey oy field man, 
to help him in field, appointing 
sub-agents, giving sales helps and to 

v “PUT HIM OVER” 


Over $125,000,000 in Force 


We are particularly interested in Illinois, Missouri, 
North Carolina and Michigan, especially Detroit. 
Write fully. We will not check references until 
after interview. 


Address N-43, care The National Underwriter 

















THE NATIONAL UNDERWRITER 


Age Prem. 
__ ee 44.49 
ae 46.50 
| 48.65 
aa 50.94 
= 53.40 
| See 56.00 
leane-< 58.79 
—l— 61.77 
=e 64.95 
|. Ce 68.36 
ee? 72.01 
lS 75.90 
. Sr 80.07 
63. 84.54 
Deveake 89.33 
ia wanin 94.46 


20-Payment Life, 






G5..... 96.06 


Paid-up 


January 10, 1930 














/ Dividend é 
1 2 5 10 
7.60 7.84 8.58 10.31 
7.74 8.00 8.76 10.66 
7.91 8.17 9.08 11.03 
8.07 8.35 9.39 11.44 
8.25 8.54 9.74 11.86 
8.45 8.84 10.11 12.31 
8.77 9.19 10.51 12.82 
9.11 9.56 10.93 13.32 
9.50 9 39 13.91 
9.90 3 14.56 
10.35 5 15.27 
10.81 16.04 
11.33 16.86 
11.88 17.66 
12.50 50 
13.19 19.35 
Per $1,000 
3.99 4.13 4.59 5.56 
4.00 ; 5 5.64 
4.03 5.72 
4.06 5.80 
4.08 5.88 
4.11 5.97 
4.13 6.06 
4 6.21 
4.: 6.35 
4.2$ 6.48 
4.: 6.62 
4. 6.76 
4. 6.90 
4.5 7.03 
4.63 7.18 
4.7 7.32 
4.85 7.46 
4.4 7.56 
5. 7.65 
5.3 7.75 
5.4 7.87 
5. 7.98 
5.6: 8.09 
5. 8.22 

5.88 8.3 
H 8.48 
8.66 
8.86 
9.05 
9.26 
9.47 
9.68 
9.99 
10.30 
10.64 





9.60 


Cle & cic thoh 
eek ee heed 


bo O71 00 bo =1 ty OO be 


87 ».52 

; 36 6.25 
11. 11.90 7.01 
11.89 12.49 7.79 
12.5 13.15 8.59 
13.18 13.82 9.39 


at Age 65, Per $1,000 


—~—l 
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jividend Year——— 


Age Prem. 1 5 10 20 
ie «Sou 16.34 3.98 25 4.71 6.20 
ee 18.19 4.09 50 5.13 6.99 
eee 20.60 4.35 .88 5.83 7.68 
30 23.82 4.69 54 6.61 8.51 
Pitidns 28.21 5.35 6.27 7.25 9.57 
eee 34.46 6.04 6.87 8.07 11.32 
45. 13.85 6.73 7.86 9.47 14.05 
20-Year Endowment, Per $1,000 


Prem. 





-—— Dividend 
9 F 


1 2 5 
4.00 4.37 5.62 8.12 
4.02 4.39 5.64 8.15 
4.04 4.41 5.67 8.18 
4.07 4.44 5.71 8.22 
4.09 4.46 5.75 8.26 
4.12 4.50 5.80 8.31 
4.15 4.55 5.84 8.37 
4.21 4.61 5.90 8.45 
4.26 4.65 5.95 8.53 
1.31 4.70 6.01 8.61 
4.36 4.76 6.06 8.68 
4.42 4.82 6.12 8.76 
4.49 4.89 6.25 8.86 
4.55 4.95 6.34 8.93 
4.62 5.03 6.45 9.01 
4.71 5.16 6.57 9.10 
4.83 5.28 6.68 9.18 
4.96 5.42 6.79 9.23 
5.08 5.53 6.89 9.27 
5.23 5.66 7.00 9.33 
5.37 5.78 7.12 9.40 
5.48 5.90 7.23 9.45 
5.60 6.03 7.29 9.51 
5.75 6.18 7.38 9.60 
5.89 6.30 7.43 9.66 
6.02 6.37 7.51 9.74 
6.15 6.50 7.64 9.86 
6.28 6.63 7.78 10.00 
6.43 6.78 7.93 10.14 
6.57 6.93 8.08 10.29 
6.73 7.08 8.23 10.45 
6.89 7.25 8.41 10.62 
7.05 7.41 8.57 10.84 
7.22 7.59 8.75 11.10 
7.40 7.77 93 11.3 
7.59 7.96 9.13 11.67 
7.74 8.11 9.29 11.93 
7.90 8.27 9.54 12.20 
8.07 8.45 9.82 12.51 
8.26 8.63 10.15 12.84 
8.45 8.94 10.49 13.20 
8.77 9.27 10.85 13.60 
9.12 9.64 11.23 14.03 
9.49 10.02 11.65 14.50 
9.90 10.44 12.09 15.05 
10.34 10.88 12.60 15.67 
10.81 11.38 13.16 16.37 


SU OF SY OF FO OT OT ee ke te de de oe 
_ 


rPcIroircicrcricIiciociocIiCotC 





ee ee eee 


19.09 
19.40 
19.79 





Se 84.24 11.33 11.91 13.73 17.09 20.21 
63. 88.07 11.88 12.50 14.40 17.84 20.67 
+ See 92.26 12.49 13.14 15.16 18.61 21.25 
err 96.84 13.17 13.82 16.02 19.41 21.95 








$10 Monthly Income After That 
-——Dividend Year + 
Age Prem. 1 2 5 10 21 
BBs cces 19.30 3.98 4.07 7.05 
Fee 22.00 4.10 4.24 a 
25. 25.52 4.35 4.52 9.0 
30.28 4.70 4.98 10 
36.88 5.35 5.67 12.09 
re 46.40 6.02 6.3 4.7 
ee 60.98 6.72 7. 20.1 
85.51 8.87 9.5 
Bis cces 134.08 12.44 13.60 
Beeseas 276.43 15.67 17.97 


MANY RETAIN OLD SCALE 
OF DIVIDENDS FOR 1930 





The North American of Canada has 
increased its dividend scale for 1930 
The Connecticut Mutual Life, Home of 


New York, John Hancock, Mutual 
Zenefit, New England Mutual, Ohi 
National, St. Louis Mutual and Wis- 
consin Standard all announce they will 
continue the present schedule. The 
Acacia Mutual Life has increased its 
dividend on paid-up policies: Age 25 


35, $7.47; 45, $8.12; 55, $9.42 
65, $12.08. The National Life of Ver- 


$7.21; age 
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mont has increased its dividend for a 
five-year nonrenewable term. The divi- 
dends are: Age 25, $2.87: 30, $2.94 
$3.03; 40, $3.19; 45, $3.45; 50, $3.95 
55, $4.83; 60, $6.32. The Toledo Tray- 
elers Life has reduced its dividend scalk 
and will pay the following dividends at 
the end of the first, third and fifth years 
on its preferred risk ordinary life polic; 
at age $1.50, $1.75, $2.03. 

The Northwestern Mutual Life divi- 
dend scale in use in 1929 has been con- 
tinued without change for 1930. Interes: 
on dividends left to accumulate and set- 
tlement option dividends also will be 
the same ag those for 1929. 





Om. 
oo. 





American Union Life 


due to th 

A large 
sirable be 
be accom] 
istitution 4 
jand arran 
jaration, th 
pbe planne 
pare many 


ident and 
jacted upo 


Smen of th 
to Mr. (¢ 
which the 
have to b 


oy meeting. 


7 
‘ 
- 
3 2 


have at le; 
many as 





The American Union Life of Tulsa? ering. 
Okla., has started issuing policies. Man’ 9 
agents have already been appointed an) § KNOTT | 
the work of organization is well undey) NO 
way. At present only two forms 8 
policies will be issued. These are thi 


“20-pay and 


vertible.” 


perfection,” “junior cor 


Lafayette Life 


The Lafayette Life will continue 
1929 dividend schedule for 1930. Inf 
schedule last year showed quite an f 
vance over previous years. 


Pacific Mutual 


The Pacific Mutual announces ext 
sion of its term insurance plan from ! 
strictive such as profession 
and business men, including lawyer 
physicians, merchants and bankers, 
persons holding responsible  positio! 
such as factory superintendents, fo 
men, clerks, salesmen and others w 
are eligible for standard life insura! 
and who are in occupations not inve 
ing any unusual accidental hazard 
conditions injurious to health. ur 
the new rules the company will not iss 
a term policy for a smaller amount t! 


classes, 


$5,000. Applicants must pass first « 
medical examinations and_ inspect 
must show that applicants are of ge 
character and habits. 
Missouri State Life 
The Missouri State Life has put 


premium payment 

and now accepting applications 
that basis. The limitations are: A! 
mum monthly premium of $10 per | 

but no restrictions as to plan of ins 
ance, benefits, age or sex. No sj 
application forms or special policy ft 


effect a monthly 


is 


required. The monthly premium 
are the same as the company’s & 
savings plan. 

The company will send but on: 
mium notice each month, so it is 
the agents to watch their monthl) 
mium business very closely to pre’ 


undue lapsation. 

Craig Kennedy of Anderson & & 
nedy, district agents for the Northw= 
ern Mutual Life in Wichita, Kan.. * 
elected vice-president of the Wichita ® 
wanis Club at the annual election 
week. 
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ARE YOU AWAKE TO OPPORTUNITY 
Life Insurance Men of Vision Know That the Greatest 


Opportunity 
Is with the Company That Is 
NOT TOO LARGE NOT TOO OLD 
NOT TOO SMALL NOT TOO YOUNG 
The Solid Growing Company Officered by Men Who Are Agency Minded 


WE HAVE THE TOOLS 


Participating and Non- Partiieties Policies—Men and Women on Equal Terms—Total 
Disability and Double Indemnity 


Circularization Aids—Supervisor’s Help—Direct Contracts, Human Relations, Liberal 
Contracts and Special Producer’s Clubs 


If You Are Ready for a General Agency There Is Desirable Territ 
IOWA—NEBRASKA—MINNESOTA—AND SOUTH DAKOTA 


THE OLD LINE 
CEDAR RAPIDS LIFE INSURANCE COMPANY 


te 4 = Sigmund—Vice-Pres. & Agency Director 
Cc. B. SVOBODA, Secy. 
* CEDAR RAPIDS, IOWA 








Open in 





COL. C. B. ROBBINS, P. 
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20.21 
20.4 
21.25 ACCIDENT AND HEALTH FIELD. 
wi.ta | 
Vith 
" WILL MEET IN KANSAS CITY| “TRIBUNE” POLICY GOES UP 
20 pare ee 
7.05) Selected for First Convention of New| Federal Life Increases Premium on 
a . . . . 
9 0 Association of Accident & Health Travel Accident Form to $1.25 
ry Managers’ Clubs Because of Heavy Losses 
14.7 —- 
9 » ee -_ . fe . . 
=e Kansas City, Mo., has been selected as rhe Federal Life of Chicago and the 
the seat of the first annual convention | Chicago “Tribune” announce increase of 
o' the National Association of Accident | premium on the travel accident policy, 
& Health Managers’ Clubs, which was | issued through the newspaper for ap 
organized in Detroit last October. That | proximately five vears, from $1 to $1.25. 
1930} city was selected because of its central | The explanation given is an increase of 
location, making it comparatively easy | 63 percent in automobile accidents in the 
| of access to both eastern clubs and those | last three years, with a corresponding 
eaee on the Pacific Coast, according to J. P. increase in payments to policyholders 
*'-} Collins, agency supervisor of the Na-| and beneficiaries. It is said that more 
oo “tional Casualty of Detroit and president | than $1,617,000 has been paid to policy- 
Ohi of the association. — holders and beneficiaries since this pol- 
Wie The officers of the national association | icy was placed on the market. The 
‘1 are leaving no stone unturned to secure | principal sum of $7,500 is not changed, 
Th a large attendance at the convention, | nor are any modifications made in spe- 
, "EB which will be held some time in July. | cific benefits. In addition the annual 10 
“ be No delegates will be appointed by the | percent increase in specific benefits for 
A 49 affiliated clubs, but an effort will be | a period of five years is continued. Large 
Vv “made to secure as large an attendance advertisements in the “Tribune” relate 
.¥ "Ei from each club as is humanly possible | that it has cost this newspaper more 
“i “F due to the nature of the convention. than $600,000 to issue and maintain 
bes A large attendance is particularly de- | these policies in force. 


lsirable because of the important work to 
be accomplished at the meeting. A con- 
}stitution and by-laws must be discussed 





scalt) ond arrangements made for their prep- 
Us a4 aration, the work of the association must 
ars} be planned and officers elected. There 
lies Fare many national problems in the acci- 


. j dent and health field that should be 
divi Facted upon by the accident and health 
CON men of the country as a unit, according 
eresito Mr. Collins, and a program into 
sei which these problems will enter will 
ll be have to be laid out at the Kansas City 
My meeting. The national officers hope to 
ies at least ten members each from as 

B many as 25 clubs present at the gath- 





uls | ering. 

Manta a 

"in| | KNOTT TO GIVE HEARING; 
wic|) NO MODIFICATION LIKELY 
thi 


TALLAHASSEE, FLA., Jan. 9.—Re- 
"plying to several protests against the 
enforcement of provisions provided for 
in a recent circular, with reference to 
industrial health and accident insurance 
policies, Commissioner W. V. Knott has 


“ot 


advised those protesting he will give 
them a hearing at any time that may 
suit their convenience. However he 


holds out no suggestion that any of the 
new provisions of which complaint is 
being made will be changed. 

In regard to the prohibition of “paid 
up” policy at the end of a _ ten-year 





:, |} period, Mr. Knott says that “our prin- 
o1 cipal objection to this or a similar pro- 
for vision in a policy issued in this state is 
“ that as a practical proposition it is almost 
al impossible for a policyholder to main- 
- tain a policy in continuous benefit and 
. without delinquency throughout a period 
€ 120 consecutive payments. 

Objections have also been offered for 


the paragraph which reads: 


tie “All provisions of this policy limit- 
go |@ 'N£ or avoiding liability shall be con- 
strued strictly against the company, 


and liberally in favor of the insured. If 
there are any conflicting clauses in the 
policy, the one which affords the most 
Protection to the insured shall control.” 
_ Regarding it Mr. Knott says: “This 
Clause is not intended to prevent the 
issuance of limited accident and health 
icies. The two principles of law in- 
rporated in the paragraph already ap- 
to every insurance contract issued 
this state and the very language of 
© paragraph is taken from decisions 
' the supreme court of Florida.” 





Enters Group Accident Field 


Men's Assurance 
group accident 
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Alabama Mutual Starts 


The Alabama _ insurance 
has licensed the Medical Life 
to do a general health, accident and life 
business on the mutual aid plan. Paid 
in capital is $5,000. Officers are: Pres- 
ident, Dr. S. D. Suggs; vice-president, 
R. E. Seibels, and secretary and treas- 
urer, Paul Fuller. Headquarters are in 
Montgomery where offices will be opened 
this week in the Shepherd building. 


department 
& Accident 


Has New Accident Policy 
The Business Men’s Assurance, which 
has put most of the emphasis in its ac- 
cident and health department heretofore 





‘‘In This Way We Measure”’ 


A LIFE INSURANCE COMPANY may well measure its success by 
the good it performs rather than by great size. Through eighty-six 
years THE Mutuat Lire INsurANceE CoMPANY OF New York, the “first 
American Company,” has measured its success by the scope, manner and 
degree of its service. In such a way it is measuring now as its service 
broadens. 

Issuance of contracts of all standard forms, substantial dividends, 
income settlement provisions, Disability and Double Indemnity Benefits, 
and prompt payments and practices for convenience of members are 
embraced in its present service. 

It welcomes as field representatives those who know that success is 
according to the natural law of compensation—that the best comes to 
those who give out the best of themselves. 


The Mutual Life Insurance Company 


of New York 
New York, N. Y. 


ap K. SARGENT 
Vice-President 
and , ee of Agencies 


34 Nassau Street 
DAVID F. HOUSTON 


President 








on combination policies, is putting out 





a new accident-only policy to be known 
as the “premier” accident policy. For 





$25 annual premium, this policy will 
provide $7,500 principal sum or $125 
monthly indemnity. It will be issued to 
class A, B and C risks. 





“Blind Pig” Patron Not Excluded 


DETROIT, Jan. 
circuit court here 


Brennan in 
an accident 


&8—Judge 
holds that 


GLOBE LIFE INSURANCE CO. OF ILLINOIS 


431 S. Dearborn St. Chicago 


POSE BARRY DIETZ WM. j. ALEXANDER 
President Secretary 


Successor to 


GLOBE MUTUAL LIFE INSURANCE CO. 


INCORPORATED 1895 T. F. BARRY, Founder 








policy is not voided by the mere en- 
trance of an insured into an establish- 
ment where liquor is illegally sold. 

The Title Guaranty & Casualty of De- 
troit, contending that frequenting a so- 
called “blind pig” could be considered 
“voluntary exposure to unnecessary dan- 
gers” on the part of an insured and so 
would come under an exception of the 
policy, contested a suit brought by Lulu 
Anders, widow of Bert H. Anders, who 
was killed during the holdup of a De- 
troit lunchroom said to have been a 
“blind pig.” Judge Brennan's opinion 
places blind pigs in as respectable a 


category as banks or gasoline filling 
stations from the standpoint of insur- 
ance, as he holds that the illegal nature 
of the business transacted by such liquor 
vending establishments does not make 
them extra-hazardous to their ordinary 


patrons. 


There are now 40 life insurance com- 
panies and 65 fraternal benefit societies 





Eureka-Maryland Assurance Co. 
OF BALTIMORE, MD. 


WE ISSUE 
STANDARD ORDINARY AND INDUSTRIAL POLICIES 


“N WARFIELD President A W. MEARS, Secretary 
J. BARRY MAHOOL, Vice-President DR. EDWARO NOVAK, Medical Directo: 











in operation in Wisconsin. 





COLORADO——— ILLINOIS———— INDIANA. 





Oo. W. JOHNSON, President 


—ARKANSAS——CALIFORNIA— 


IOWA 


‘‘INDEPENDENCE FOR DEPENDENTS’’ 


Request details for our remunerative contracts for 


AGENCY MANAGERS FOR 
PENNSYLVANIA, OHIO, WEST VIRGINIA, ILLINOIS, INDIANA, COLORADO 


You will benefit by our special attention now to these States 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 


134 North La Salle Street, Chicago 





KANSAS———— KENTUCK Y———- MICHIGAN MINNESOTA——MISSOURI 








VNIIOUWVD HLYON 


S. W. GOSS, Vice-President 





—ormHo ——OREGON—— PENNSYLVANIA——— TENNESSEE—-— VIRGINIA——— WASHINGTON-—WEST VIRGINIA——NEBRASEA 
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ACROSS 
THE 
NATION 


Extends the Territory of 


The PROVIDENT 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


Chattanooga, Tennessee 

















Somewhere on This Broad 
Map There Is an Agency 
Opportunity for You 


with 


LIFE INSURANCE 


Modern Policies at Low Cost 
—Liberal Agency and Prompt 


Service 
or 


ACCIDENT & HEALTH 
INSURANCE 


Full line of Broad Coverage 
Commercial Policies, Quick 
Selling $5.00 and $10.00 Auto- 
mobile Accident Policies and 
Accident and Health Insurance 
on the Monthly Premium and 
Pay Order Plans. 


GROUP LIFE 
INSURANCE AND 
GROUP ACCIDENT 

AND HEALTH 

INSURANCE 















































NEWS OF LIFE ASSOCIATIONS 














COURTENAY BARBER SPEAKS 


Veteran Chicago “Millionaire” of Many 
Years Standing Addresses Large 
Association Gathering 


Courtenay Barber, veteran general 
agent and millionaire producer of the 
Equitable Life of New York at Chicago, 
was the principal speaker at the excep- 
tionally well attended monthly meeting 


Tuesday of the Chicago Association of 
Life Underwriters, taking for his sub- 
ject, “The Profession of Life Under- 


writing.” Mr. Barber said in consider- 
ing this subject he was thinking more 
of the objectives of life to which life in- 
surance is applied than to the means ot 
attaining these goals. 

“Lots of men in life insurance think 
that all they need to sell it is a license,” 
he said, “and many are disillusioned 
when they discover that the license 
merely permits them to sell life insur- 
ance, but does not qualify them to do 
so. Life insurance has attained so great 
a momentum that now the situation un- 
fortunately exists in which many pe ple 
are able merely by being identified with 
the business to make some sales and 
gain some commissions. There is no 
limit to the growth and development of 
the individual except that which is self 
imposed.” 

Mr. Barber was introduced -by Harry 
T. Wright, another Equitable man, who 
paid for $1,750,000 of business in 1929. 

Mr. Wright characterized Mr. Bar- 
ber as the “ideal life insurance under- 
writer,” and commented that a man high 
in the profession recently declared his 
belief that Mr. Barber was the “most 
scientific life insurance salesman in the 





world.” He has averaged more than 
$2,000,000 a year for many years, and 
more than $1,000,000 for over 20 years 


of his 37 years in the business. 
* * * 

Philadelphia—Philadelphia association 
has appointed a special thrift week com- 
mittee to handle Life Insurance Day 
activities Jan. 22 in conjunction with the 
trust companies. A. W. Moore of the 
New England Mutual is chairman. 

The January smoker of the associa- 
tion in charge of a committee headed 
by James M. Blake, Massachusetts Mu- 
tual Life, will be held Jan. 16. 

* * * 
The Lincoln association 
has written a letter commending Com- 
missioner Dort for his stand against 
mail order solicitation insurance in 
Nebraska, commending him for’ the 
splendid work so far performed and as- 
suring him of support in all efforts to 
raise standards in the state. A _ reply 
was read from Mr. Dort in which he ex- 
pressed his appreciation of the com- 
mendation and accepting the offer to co- 
operate in the enforcement of all in- 
surance laws. The major portion of the 
session was devoted to the filming of 
“Profitable Prospects,” a part of the 
Life Insurance Sales Research Bureau's 
educational pictures, Ivan Devoe of the 
Bankers Life of Nebraska presenting the 
lecture, using the company’s film. 
* * * 

Louisville—H. A. Smith, district man- 
ager for the Equitable Life in Louisville 
and president of the Louisville associa- 
tion, has arranged for T. M. Riehle, gen- 
eral agent of the Equitable Life in New 
York City, to come to Louisville on Jan. 
27, to address the association. 

At the next meeting a change will 
be made in the time of election of offi- 
cers so that hereafter the annual meet- 
ing will be in January. 

* * * 

Michigan—S. T. Whatley 
president of the National association, 
and Roger B. Hull, managing director, 
will be the guest of honor and principal 
speakers at the annual meeting of the 
Michigan association, to be held in De- 


Lincoln, Neb. 





of 


of Chicago, 


troit in conjunction with the January 
meeting of the Detroit association. 
Ernest W. Owen, manager of the Sun 





Life in Detroit, is president. 














PLAN FOR NEBRASKA MEETING 


Tentative Program Announced for 
State-Wide Gathering to Be Held 
in Lincoln Feb. 8 


LINCOLN, NEB., Jan. 9.—Arrange- 
ments are progressing for the state meet- 
ing on Feb. 8 of the various life under- 
writers associations, under the leader- 
ship of President W. H. Logan of the 
Lincoln association. Commissioner Dort 
is to be the principal speaker. Four 
subjects are to be presented and dis- 


cussed at a session that will last all 
afternoon. 
M. L. Palmer of Lincoln, (Arthur 


McPherson, alternate) is to present the 
facts gleaned about the operations of 
the thrift companies that are selling 
contracts on a life insurance basis, and 
will be followed by Charles A. Eyre of 
the Omaha association and E. A. Peet- 
zke, Hastings. 

A report and discussion of the activi- 
ties of salesmen who have been evad- 
ing the provisions of the Nebraska law 
by offering stock in connection with 
policies will be presented by Chester R. 
Dobbs of Lincoln, (Allen R. Beach, al- 
ternate); Harold Weeth, Omaha, E. L. 
Stratton, Hastings. 

Cooperation with the department in 
the enforcement of all insurance laws is 
to be presented by Maurice A. Hyde, 
Lincoln, (H. W. Noble, alternate); H. 
O. Wilhelm, Omaha; John J. Stanley, 
Hastings. 

The continuance and desirability of an 
annual state insurance day is to be pre- 
sented by A. B. Olson, Lincoln (Ralph 
L. Theisen, alternate); W. E. Ridge, 
Omaha; Floyd Eldrege, Hastings. 

* * * 

Boston—The Boston association 
meet Jan. 21. A luncheon 
held Jan. & for the 
industrial companies. 
expects to put over a 
1,000 in 1930, and these meetings are 
being held to boom the campaign. 

The sales congress will be held 
19 and plans are already under 
make this the best congress yet 

* x 

Oklahoma City—The program for the 
Oklahoma association's January meeting 
is being built around Thrift Week, with 
special reference to Life Insurance Day, 


will 
meeting was 
managers of the 
The association 
membership of 


March 
way to 
held. 


Jan. 22, according to George E. Lackey, 
chairman of the program committee. 


the 
will be 
x * x 

San Francisco—Dr. J. Whitcomb 
Brougher, pastor of the First Baptist 
Church of Oakland and one of the best 
known speakers in that territory, is to 
give his famous talk on “Keys and 
Keyholes” before the Thrift Week meet- 
ing of the San Francisco association Jan. 
20. James L. Taylor, manager of the 
Penn Mutual Life, chairman in charge 
of Thrift Week activities for the asso- 
ciation is to preside as chairman. 

R. ‘H. Hepfer, assistant manager of 
the Travelers, in charge of the leading 
producers dinner of the San Francisco 
association, is making elaborate plans 
for this year’s affair. It is anticipated 
that more than 300 will participate. 

* * * 

Ottawa, Can.—Tressler W. 
Boston, educational director 
Hancock Mutual Life, will 
of lectures at the 
congress to be held in Ottawa, 

*t * * 
fa.—John 


boys’ department of 
principal speaker. 


Paul Harrup of 
the Y. M. C. A. 


Callihan of 
of the John 

deliver a 
educational 
Jan, 23-24. 


series 





Morrell of Chi- 
Equita- 


was 


Davenport, 
cago, associate manager for the 
ble Life of New York, who 
address the dinner meeting of the Daven- 
pert association, was unable to attend. 
The meeting was therefore postponed 
to some later date when Mr. Morrell can 
be present. 


to 


The Louis E. Madden general agency 
for the Kansas City Life in Milwaukee 
has removed from its former quarters in 
the Guaranty building at 110 East Wis- 
consin avenue, to the third floor of the 
Bankers building at 84 East Wisconsin 
avenue. 








Prestige Is Aim 
of Millionaire’s 
Advertising Plan’ 









To make the impression that he ts ’ 
live insurance man and he is proud « 
his business, is the underlying purpos 
of G. V. Cleary’s advertising. Mr 
Cleary, who is general agent in Chicagi 
for the Reliance Life, led his company 
in production last year with over $1, 
150,000 paid-for business to his credit! 

Mr. Cleary’s advertising in the Chi 
cago “Tribune” has attracted much at/ 
tention, since there obviously muc} 
expense attached to such publicity. Mr/ 
Cleary does not seek direct results fror 
this advertising, although he knows thy 
type of ads that do bring him immediat 
returns. His advertising | offering the 





Five 


L 


is 


“perfect protection policy” put out by Five e 
his company giving the amounts policy)) of life— 
holders receive in case certain mistor)) protectio 
tunes overtake them, brought a flood om realizatic 
answers. 3ut Mr. Cleary found thay} st sntelli 
those answering confused his “perfec}) of lif te 
protection” policy with the newspape So A 
policies and expected to buy it at a cone "ce sale 
respondingly inexpensive rate. = for 
Mr. Cleary decided that these peo This d 
ple who answered were not good pro: 4 furnace : 
pects for him so after that when advergj Of an un 
tising this policy he gave the cost ag learned 
age 30 for an example. This cut thgj Samuel 
number of replies materially and con@ Life of } 
sequently increased the value of th S. McLa 
prospects obtained. Mr. Cleary ha in the Lz 
received inquiries on his newspaper adj@§ a former 
vertisements from all over the countr Profes: 
and even one from the Union of Sout@ talk was 
Africa. However, these direct result was a cc 
which he receives, are not what Mj ity and 
Cleary is seeking. sected th 
Make Weekly Mailings ers = ( 
in ; 
The direct mail efforts of Mr. Cleat rom his 
are intensive. He does not make a ge a fire th 
eral broadcast of his mailing, but M¥ men shor 
keeps a limited list of old policyholde@ ang to . 
and prospects to whom he knows he h dends in 
an entree. He does not keep wealt! “A dis' 
men on his list just because they furnace e 
wealthy unless he has some way Professor 
make a contact with them. He mak said that 
a weekly mailing to this limited lif tising ca 
which of course in a sense is not li 


pected to 


ited as his contacts are very widespreaf in additic 


He sends a proof of the advertiseme for itself 
printed in the “Tribune” each week 43% horhood 
this list. Besides this he uses circula‘ “Pm 3 
got out by the Reliance Life’s hog 4,;. —- 
office, supplementing them by the “E * 

: ~~ ° F ial - get inside 
tate-O-Graph,” published by Tue \ of the — 
rlONAL UNDERWRITER, and another syn “Well 
cated direct mailing piece. He says > : 

en 


splits up this direct mail mi aterial a 
sends half of it to the man’s office 
half to his home, those appeals wil 
may affect women going to the hon 
Women have to be sold the idea of 
surance well as men, because, \ 
Cleary says, many of them would rath 
have a new dress or a car than a ne 
insurance policy. 


AL 


as 


Puts Money Into Business 


Mr. Cleary entered life insurance aft 


being in the real estate business fot if 
number of years. He did not make 





attempt to save any of his first yer 
commissions, but depended on his 

newals as a reserve fund. All his cory 
nussions above his expenses he put rg Price 
back into the business. and began lay 

the foundation for his intensive adv Complete 
tising work. At first the expendite’ 

fer advertising was meager, but 





has grown to be a large item althov 
he no longer has to spend all of his * 
year income for expansion. 


Hill Vice-President of Atlas 


Johnson D. Hill has been elected 
ecutive vice-president of the Atlas 
Tulsa, Okla. Mr. Hill went to 
homa from Kansas City in 1925 
was associated with the Waite Ph 
Petroleum Company for a time, am 
ter elected president of the Tulsa 
Company. 
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. . ° ° mood. I said, ‘Why, did you see that?! “2. Watch carefully how people 
Five Vital Factors In Life Employed rhey’re making a racetrack out of this react to what you do. site 
is . . street. And the kiddies playing “3. Bright people should learn to 
by Psychologist In Novel Experiment out in the middle. Somebody be tolerant with slower-witted peo- 
7. 2 about it!’ ple. 
rs *‘Wha—what’s that? she replied, “4. Learn to analyze, and to com- 
That Is of Value to Underwriters startled. She’d forgotten she was sore pare yourself favorably with other 
at being disturbed. people. 


Five elements enter into all activities 
of life—gain, comfort and convenience, 
protection, affection and pride—and a 
realization of the truth together with 
its intelligent use, will sell large amounts 
of life insurance, even as it won a fur- 
nace salesman a fine job as sales man- 
ager for a national furnace company. 

This declaration and the story of the 
furnace salesman were the high points 


} of an unusually valuable and practically 
} learned address 


given agents of the 
Samuel Heifetz agency of the Mutual 
Life of New York in Chicago by Frank 
S. McLaughlin, professor of psychology 
in the LaSalle Extension University and 
a former life insurance salesman. 

Professor McLaughlin’s absorbing 
talk was unusually helpful because it 
was a combination of intense practical- 
ity and as earnest idealism. He dis- 
sected the. emotions of prospective buy- 
ers and of the agents themselves, point- 
ing his morals with pungent anecdotes 
from his own experience, and then with 
a fire that inspired the staff of sales- 
men showed the way to be more human 
and to make such a course pay divi- 
dends in friends and policyholders. 

“A district sales manager for a large 
furnace company came to me for help, = 


Professor McLaughlin related. “He 
said that in line with a national adver- 
tising campaign, his branch was ex- 


pected to follow up all direct leads, and 
in addition to make the campaign pay 
for itself by cold canvassing the neigh- 
bor] hood of each reply. 

‘‘T’m a tornado when 
man told me, 


I get inside,’ 
‘but I can’t seem to 
get inside on this cold canvass. Most 
of them turn me down.’ 

‘‘Well, what do you say when you | 


this 





knock on the door and someone an- 
swers it?’ I asked him. 
“*Well, I don’t know,’ he said. ‘Some- 


times one thing and sometimes another. 
It all depends on the person.’ 

“*Do you mean that you think your 
mind is agile enough to size up every 
person instantly and phrase an effective 
opening on the spot? I asked in amaze- 


ment. . ; 

“*T guess that’s it,’ he said. 
McLaughlin Takes 

Part of Prospect 

“*T don’t wonder you don’t get in- 
side,’ I replied. ‘Tell me what you 
say. I’m a prospect.’ He looked fool- 
ish. 

‘‘Why, I just tell them my name 


and that I’m with such-and-such a com- 


pany, and we make the best furnaces 
in the world, and so on,’ he said. 

‘I can tell you now I’m not inter- 
ested,’ I told him. ‘I don’t want your 
furnace.’ 

‘That’s what they all say,’ he said 
sheepishly. 

“*VYou deserve just what you get,’ I 
said. ‘You go out bright and early 
Monday morning and yank someone's 


doorbell, and when he or she comes you 
tell him what a great fellow you are and 
how fine your company and products are. 
They're not interested in that. If every- 
one would answer truthfully the ques- 
tion, “In what are you most, interested? 
he would reply, “Myself. It’s per- 
fectly natural. I’m going to try an ex- 
periment, and I want you to watch it 
closely.’ 

“He and I went out and rang a door- 
bell. A woman came to the door and 
snapped, ‘What do you want?’ There 
was no doing anything with her in that 





_ 






CUT HERE—MAIL NOW 
P. G. DALLWIG, INC., BANKERS BLDG., CHICAGO. 
Please send illustrated booklet describing the Dallwig Record. 


RECORT) 


START THE NEW YEAR with 
a proper Record of your business. 


A standardized, simple Rec- 
ord Sheet which meets the 
requirements of agents for 
any company. 

An alphabetical, quick refer- 

ence index to names and 

Policy mumbers by page 

number. 
An attractive durable binder 
specially designed for the 
Daliwig Record. 












“*Madam,’ I said, ‘we are making a 
survey for the — Furnace Com- 
pany. Do you find that your coal bills 
are larger than they ought to be? . .. 
Does all the heat go up to the ceiling 
and leave a layer of cold air along the 
floor so your children are chilled when 
they play? . Are your walls 
covered with soot and the wallpaper 
near the registers slightly scorched?’ 


Woman in “Yes” 
Frame of Mind 





‘Yes Yes Yes , 
Yes ee she said’ 
She ‘yessed’ us to death. We had ap- 
pealed to her desire for gain, comfort 
and convenience, protection, affection 
and her pride. That salesman went 
back to his branch and he saw four out 
or five on his cold canvasses. In a few 
months he had sold so many furnaces 
that he received a fine offer from an- 
other company as its salesmanager for 
the entire country, and still holds the 
position. 

“Life insurance is not an pee, 
as are sO many other thing It is based 
upon exact science. oy can have con- 
fidence in selling it. Life insurance of- 
fers a success foundation for anything 
you may strive to do. The point I am 
trying to make is that the few simple 
rules you must learn you can use in 
every activity, business, social, what- | 
not. 

“T would like to lay down a few sug- | 


gestions for you to follow in your work: 


Outlines Rules 
To Be Followed 


“1. Human conduct is predictable. 
What the other man does depends 
upon what you do. 


; agency 


“5. You'll make more friends in a 
week being interested in other peo- 
ple than you will in a lifetime try- 
ing to make other people interested 
in you. 

“It has been said that human beings 
rarely use more than 10 percent of their 
real ability. What could you do if you 
used only 5 percent more of your abil- 
ity? Strive to use more of your latent 
abili ty. 


Says Sales Lost 
First Five Minutes 


“We find in our research work—and 
we have the largest psychological re- 
search laboratory in the world—that all 
sales are lost during the first five min- 
utes of the interview. It’s my personal 
opinion sales are lost in the first 30 
seconds, 

“You attract to you the things you 
expect, if you have the willpower to 
succeed. We all daydream. Civilization 
is built upon dreams. But some of us 
have the willpower to succeed, and oth- 
ers do not. Cultivate it. Get the am- 
bition picture. You life insurance men 


are constantly preaching to others where 
they are going to be 15, 20 or 25 years 
from now. Unless you get an ambition 
picture of yourself, you’re going up a 
blind alley.” 


Federal Life to Meet 


Federal Life will hold its annual 
club meeting Jan. 15-17 in Chi- 


cago. The company managers will hold 
a conference the day before the meeting 


The 


opens. The annual banquet, at which 
400 to 500 people are expected to at- 
tend, including the home office em- 
ployes, will be held Jan. 17. 





THRIFT MUST BE SOLD 


new importance. 
only 


urging every 


selling. 





UNITED LIFE 


Concord 


In this age of installment buying the 
role of the life underwriter has assumed 
He stands alone as the 
real salesman of thrift. 
member of our 
force to make an extra effort on Life 
Insurance Day, Wednesday, January 22, 
to perform some special act of thrift 


We are 
agency 





AND ACCIDENT 
INSURANCE COMPANY 
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ACTUARIES 











CALIFORNIA 1OWA 


Baraert N. Coates Cant E. Herrurtx 
C Oates & HERFURTH 
CONSULTING ACTUARIES 


114 Sanseme Street “ 437 So. Hill Street 
SAN FRANCISCO LOS ANGELES 








RSTON L. MARSHALL 
CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 








MISSOURI 








ILLINOIS 
ONALD F. CAMPBELL ay ay Sonn 
CONSULTING 807 Paul Brown Building 
ACTUARY St. Louis, 
Toophone State 1380 ) ay Euliiing 


CHICAGO, ILL. 





NEW YORK 











Mi M. Dawson & Sen 
A. GLOVER & CO. 











* Consulting Actuaries CONSULTING 
128 North Wells Street, Chicage ACTUARIES 
Life Insurance Accountants se W. 4th St. New York City 
Statisticians 
INDIANA OODWARD, FONDIL- 





LER and RYAN 


HAIGHT. DAVIS & HAIGHT, Ine. Consulting Actuaries 














Insurance Accountants 
Consulting Actuaries Richard Fondiller Harwood B. Ryos 
FRANK J. HAIGHT, President Jonathan G. Sharp 
INDIANAPOLIS 75 Fulton Street 
Omaha, Kansas City New York 
UKLAHOMA 
7 J. McCOMB " 
ARRY C. MARVIN * CONSULTING ACTUARY 


Premiums, Reserves , Surrender 
Values, etc., Calculated. Valuations 
and Examinations Made. Policies 
end all Life Insurance Forms Pre- 


~ > The Law of Insurance « 
Bpecialty 
"Bids. OKLAHOMA CITY 


Censulting Actuary 
902-904 State Life Building 


INDIANAPOLIS, INDIANA 





























We Write All Standard Forms of Participating and 
Non-Participating Insurance Contracts and in 
Addition the Following SPECIALS 


1. Ordinary Life Special $5,000. 

2. Personal Life Monthly Income for Rejected Risks. 

6. The Best and Most Liberal Sub-Standard Facilities. 
4. Children’s Educational Policies age 1 day to 10 years. 
5. Up-to-date Health and Accident Policies. 


We welcome to our Ranks only serious-minded men of 

character and integrity—men who are intent ~ | suc- 

cess—and to whom we offer exceptionally liberal and prof- 
= 


ftable con 
ery desirable territory open 


OHIO — INDIANA — KENTUCKY — TENNESSEE 
Address S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 




















OPPORTUNITY! 


Desirable Territory Open for General Agencies. 
Liberal Contracts. 


THE CAPITOL LIFE 


Insurance Company 
DENVER, COLORADO 








FUNCTIONS OF LIFE INSURANCE— 
3 Ae ON Ee ee eceeues eooeee Price $1.50 


Qutlines the most detailed and complete treatment of the service and uses of life insurance. Order from 
The National Underwriter, Al946 Insurance Exchange, Chicago. 




















— —— x 


Companies Show 
Splendid Gains 


(CONTINUED FROM PAGE 5) 


its financial statement, this being its 45th 
annual exhibit. Its paid-for insurance in 
force increased $37,345,141, bringing 
that total to $325,514,050. New paid- 
for business amounted to $75,908,752, an 
increase of $11,789,303 or approximately 
18 percent. This increase of nearly $1,- 
000,000 a month in new paid-for busi- 
ness is a measure of the increased 
“drive” which the agency organization 
yt in 1929. Assets increased from 
533,207,578 to $37,589,915. In all, $45,- 
044,246 has been paid to policyholders 
and beneficiaries since organization. 
Minnesota Mutual 


The Minnesota Mutual Life shows an 
increase in new business of $6,500,000 
or 16.6 percent. Its increase in busi- 
ness in force is 13.1 percent. This is 
its 50th anniversary year. Its new busi- 
ness for the year was $45,425,000, gain 
$6,500,000. The company has $183,312,- 
000 in force, gain $21,000,000. 

The 1929 net gain in insurance of the 
Columbus Mutual Life, $14,000,000, 
shows an increase of 27 percent over 
the net gain scored in 1928. Agents 
paid for $23,000,000 insurance in 1929. 
This shows a gain of 15 percent over 
the previous year. The amount issued 
in 1929 was $26,000,000, an increase of 
18 percent over the volume issued in 
1928. The company starts 1930 with 
over $127,000,000 insurance in force. 


Guardian Life 


With its twelfth consecutive record 
breaking production in December, the 
Guardian Life brought to a close the 
greatest in its 70 years. In each of the 
12 months the best previous figures for 
business in any corresponding month 
in its history were eclipsed. New busi- 
ness paid for in 1929 exceeded the 1928 
figures by more than 15 percent. 

The ten leading agencies in percent- 
age of increase over 1928 were Omaha, 
Rochester, New York (Faller Agency), 
Baltimore, Buffalo, Tulsa, Detroit, Cin- 
cinnati, San Francisco and Kansas City. 
Each of them recorded increases in ex- 
cess of 50 percent for 1929. 

The New York (McNamara) agency 
not only led the entire Guardian field 
in paid production, but recorded the 
greatest volume of increase. Next in 
order in amount gained were Rochester, 
Los Angeles, New York (Faller) and 
Detroit. 

The greatest year, month and day in 
the history of the Reliance Life of Pitts- 
burgh occurred in 1929, according ‘+o 
production figures announced by Vice- 
Pres:dent H. G. Scott. Reliance Life 
last year placed in force $72,895,157 of 
new life insurance, an increase of $6,- 
409,005, or 9.6 percent over 1928. The 
Reliance Life also placed in force in 
1929 accident insurance amounting to 
$33,072,700 and $75,135.75 of weekly in- 
demnity health insurance. Life insur- 
ance in force at the close of the year 
was $437,945,437. 

The Connecticut General paid for 
$275,487,372, an increase of $37,044,386 
over the preceding year, bringing its in- 
surance in force to $1,173,670,680. 

The New England Mutual's 1929 paid- 
for total was $143,229,524, an increase 
of $4,386,556 and its insurance in force 
is now $1,202,101,059. 

The Missouri State shows $363,952,- 
902 for 1929, which was $22,033,024 more 
than in 1928 and now has $1,232,765,265 
in force. 

The total paid-for by the Union Cen- 
tral was $185,067,710; gain, $13,336,470; 
insurance in force $1,605,382,174. 

The Bankers of Iowa paid for $141,- 
000,000 and now has $920,000,000 in 
force. 

The Lincoln } National shows $217,705,- 
657 for 1929, a gain of $64,074,412, and 
$812,459,913 in force. 

The California State Life in 1929 
paid-for $18,583,228, compared to $14,- 
358,977 for 1928, a gain of $4,224,251 or 
approximately 30 percent. Written busi- 
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Gets Farm Family Up 
at 5:30 to Sign Apps 














Cesare Maraccini of the Central Cali- 
fornia agency of the Pacific Mutual got 
an entire family out of bed shortly be- 
fore 6 o'clock recently to write four 
applications as part of his substantial 
record of 77 applications written in a 
little more than six weeks in honor of 
Felix Locher, ‘head of the agency. Sev- 
enty-three of the applications were ac- 
companied by full settlement on an an- 
nual basis. 

Mr. Maraccini awakened a farmer at 
5:30 a. m. to sell him, and had four 
policies sold in the home by 7:30. The 
four were examined before 3 o'clock the 
same afternoon. Mr. Maraccini discov- 
ered that farmers, who are occupied 
from 6 or 7 o'clock in the morning until 
late at night with their farm labors, 
are glad to have him do his canvassing 
before they start to work. He finds 
that many farmers consider that a city 
man has a “soft” job when he stays in 
bed till 9 o’clock and quits work at 
5 in the afternoon. Mr. Maraccini im- 
pressed upon his prospects that he had 
to start working at 5 o'clock in the 
morning as well as they. 






















































ness in 1929 totalled $21, 705,778 com- 
pared to $17,746,135 in 1928, a gain of 
$22,929,643 or 224% percent. Total in- 
surance in force is $107,023,306, a gain 
of $6,330,386. This company set ne 
records in both paid-for and writte 
business in 1929, 


















































































Sun Life Appointments 


The Sun Life of Canada announce 
that H. B. B. Snushall has been ap 
pointed secretary of agencies for it 
western United States department. Mr 
Snushall was born in England in 1903 
and was for five years in insuraneg 
brokerage work in that country. Sineé 
going to Canada he has been in the ac 
counts department and Canadian age 
cies department of the Sun Life. 

The position of secretary of agencie 
western department, left open by t 
transfer of M. L. Ballinger to Argen 
tina, is to be filled by R. T. Black, v 
has been division secretary for Por 
Rico and Santo Domingo. Mr. Blad 
joined the company at Toronto in 192 
then was moved to Montreal, fron 
which he went to Mexico, and then t 
Porto Rico. 


Minnesota Mutual Starts 
Big Development Prograt 


Vice-President O. J. Lacy of 
Minnesota Mutual announces a pro 
gram of expansion and development. T 
encourage larger general agencies, it i 
giving a liberal development and cof 
servation allowance in addition to th 
present expansion allowance. In ordé 
to develop district agencies within get 
eral agencies an intervening distrié 
agency contract has been introduced } 
which the company binds itself to pa 
additional renewal compensation direct 
to successful district agents. To ca 
the plan through to the field men, extt 
compensation is paid them qu: wren fd 
a renewal ratio set by the company. 

The agency convention will be held 
Colorado Springs, July 7-10. The fi 
two days will be devoted to a gene 
agency conference. The company 
mapped out a definite campaign of pt 
licity and advertising to be in cha 
of Mr. Lacy. He will be assisted ? 
Ben Ferriss, St. Paul newspaper 
advertising man. The electric sign @ 
top of the home office is being alt 
to include the words “50th year,” in f 
foot letters. Agency schools will be hé 
each 60 days in conjunction with 
A. O. Eliason Agency of St. Paul, wit 
closes the year with over $42,000,000 
force. 






























